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Coming Trade Conventions 


Annual Convention National 
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Jan. 3-4, 1917 at St. Louis. 


Annual Convention South- 
ern Shoe Wholesalers’ Associa- 
tion January 11, 1917, Hotel 
Brunswick, Boston. 


Annual Convention National 
ShoeRetailers’Association,Jan. 
8-9-10, 1917 at Cincinnati. 
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FULL REPORTS IN THE 
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Annual Convention National 
Boot and Shoe Manufacturers’ 
Association, Jan. 16-17, 1917, 
at New York City. 


Annual Convention National 
Shoe Wholesalers’ Association, 
Copley-Plaza Hotel, Boston, 
Jan. 12, 1917. 
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First Problems of the Opening Year 


RESUME of the past year would be 
but a constant repetition of the sub- 
ject PROSPERITY, due to a con- 
dition where in demand exceeded 
the supply. Problems have been 
mostly imaginary and time has solved 
most of them to the satisfaction of 
every branch of the trade. 

It is natural for men at this time to give some 
thought to the first problems of the coming year, 
paramount among which is that of materials for foot- 
wear not withstanding ‘‘rumors of peace’ and pos- 
sible re-adjustments. The months of January and 
February are the logical months for the study of ma- 
terials to go into footwear for sale to the public next 
Fall. The subject needs the co-operative attention 
of the entire industry. Our industry is firmly based on 
the anticipatory plan of buying and the experience of 
the past year has shown the readiness of the merchant 
to make advance orders to the fullest extent, there- 
fore it is almost obligatory for the trade to make its 
plans months in advance. 

The speculative side of the leather market has been 
in large measure eliminated by necessities reaching 
the topmost figures. There is no longer apprehension 
that prices will decrease sharply, making merchandise 
on hand deteriorate in 
price standards. This BEE 
coupled with the fact that 
most manufacturers the 
country over have ade- 
quate supplies of leather 
to build shoes on orders 
already placed means that 
leather prices will remain 
approximately on today’s 
level for some time to 
come. 

Rumors of peace natu- | 
rally carry with them snap- 
backs as to prices, in the 
belief that there are im- 
mense stores of leather in 
belligerent countries 
abroad. This can be dis- 
counted by the possibility 








answer to the 
increase in 





Turning Over a New Leaf 


of secret orders placed in the United States for 
finished leather to be shipped abroad when war ceases. 
Consumption abroad will double and treble the 
minute peace is declared and experts see no early 
hope for sharp drops in leather. 

The problem of the early months of the year on 
style needs much attention. There has not been a 
definite style put before the merchants of the country 
for Spring sale. 

There is a lamentable scarcity of genius in style 
designing in the United States. The hit-or-miss policy 
of shoe designing evolves no one true major style. 
We are getting to be too imitative in shoe designing. 
Creative ability can only come by a study of the styles 
which have gone before and from these past experi- 
ences, some bright brain is going to discover a new 
pattern of a possible revolutionary sort. 

As an indication of a new thought in style design- 
ing, we showed in the ‘Recorder’ of December. 16 
the Bracelet Boot, designed by Hellstern, Paris. It 
revealed a pattern so unusual as to cause instant com- 
ment and the “‘Recorder’s”’ illustration has been wide- 
ly copied. : 

The shoe can be only built to custom measure and: 
it presents a type of high-art in shoe designing that 
is characteristic of French inspiration. They give 
so much more thought to 
designing in France than 
we do here that we can well 
expect:some new design, 
which we can modify and 
adapt to fill in the gap left 
open by'the lack of a style 
to take the place of the 
colonial or pointed throat 
model of last year. Per- 
haps the strap pattern or 
the’ oxford will be the 
Hy favorite but as yet no de- 

AW\\\ finite style for Summer has 
4 been crystallized. 

Practically every) ma- 
terial entering into ‘shoe 
uppers ‘holds. a_ hard- 
earned and : well-deserved 
place ‘‘in‘ ‘the © industry, 
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When all things are optimistic, 
And the modest bank accounts 
Of the merchant and the maker 
Are approaching fat amounts; 
When the stage is set for profit 
All around prosperity— 
Comes across the little knocker 
With his “leather only”’ plea. 


“Cloth is fit for clothing only 

And the maker should not use 
Any kind or style of fabric 

In the building of his shoes; 
Soak the extra to the public, 

They will do as they are bid— 
Fire out the shoe cloth salesman— 

Come to me—I’ll sell you kid. 
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Quit Your “Kiddin’” 


In Answer to Statement, “Cloth Is Fit for Clothing, and Not for Shoes”’ 
By A. W. H. 


And these goods are being fashioned 
Into trim and handsome tops, 
For full many thousand women, 
In a thousand busy shops; 
Therefore Mister Kid Exploiter, 
You may sing your little song— 
But cloth tops are here to stay here, 
YOU CAN’T “KID” THE TRADE ALONG. 








“What though high and ever higher 
Rises up the price of shoes— 
Slam the ultimate consumer, 
Cloth is never fit to use; 
It is but a clumsy makeshift— 
All that fact should plainly see— 
I have got the goods you’re needing, 
Buy your upper stock of me.” 


There are some, Oh style dictator, 
And their name is legion too, 

Who cannot afford to pay for 
Leather sold the trade by you; 

But the textile mills are running, 
Making cloth both day and night, 
Cloth of strength and cloth of beauty, 

For ‘good shoes that are sold right.” 














and in this period of shortage of materials, 
increased demand and unprecedented prices, the 
trend is inevitably towards the utmost use of every 
material. A further run on any one material, whether 
it be calf, kid, patent, buck or cloth will result in in- 
creasing difficulties already hard to contend with. 
Manufacturers, forgetting the principle of “‘live and 
let live’ affecting not only their competitors but shoe 
merchants and the general public, may attempt to 
monopolize style as the attribute of no product but 
their own. But when their sources of supply are the 
lowest, their raw material costs very high, and their 
selling prices the highest on record they are working 
immediate injury to the retail trade and ultimate 
injury to themselves. 

The higher the peak, the sharper and deeper the 
drop on every graphic chart of demand and prices 
in any one class of material. 

He who seeks to kill competition by working to se- 
cure a style monopoly for his product will find style 
a fickle jade. Publicity designed to disparage com- 
petitive products will only invite reprisals at a time 
when these competitive products are getting more 
serious attention from merchants than for some time 
past, and the result is likely to be a reaction in favor 
of such products and against all efforts, obviously 


selfish, to maintain shoe costs at their present alti- 
tude. 


Sharing the Profits 


In no year in the history of the shoe industry has 
there been such a splendid division of the extra prof- 
its of business concerns with their employees. From 
all over the country we have received information as 
to the giving of bonuses to employees as a reward for 
efficiency the past year. The distribution is not con- 
fined to manufacturing concerns but shoe stores have 
liberally given in proportion to their possibilities. It 
is stated that the distribution of bonuses in St. Louis 
alone will total millions. Some factories coupled their 
Christmas gifts with announcements of changes in 
working hours for the year to come—all to the ad- 
vantage of the employee. 

The gift that comes as a surprise is the more wel- 
come and where it carries with it some little modify- 
ing statement as the following, it conveys some of 
the solicitude of the employer as to the welfare of the 
employee, viz, ‘We enclose herewith check with our 
compliments and best wishes, believing that it will 
assist you in meeting unprecedented conditions, which 
we hope are only temporary” signed E. P. Brown, 
General Manager, United Shoe Machinery Co. 
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A Tax on Intelligence 


A Bill to Increase the Cost of Knowledge to Every Merchant and Reader 
of Business Publications 


HE House Committee on Post Offices 
voted to include as a legislative rider 
on the Post Office Bill an amendment 
fathered by Representative Randall 
of California, applying the zone 
system, as applied to parcel post, 
to all second-class mail matter. In- 

stead of the present flat rate of lc. per lb., or an in- 
creased rate of lic. per lb., as advocated by Mr. 
Burleson, this committee makes the unthinkable pro- 
posal to discriminate against those American citizens 
who live remote from publication centers by taxing 
them as high as 6c. per lb. postage on all of their 
magazines, periodicals and newspapers. And this in 
spite of the fact that the Postmaster-General had 
recommended that the question be postponed until 
it could be ascertained what effect the change would 
have on the spread of educational periodicals. 

This is nothing more or less than a tax on intelli- 
gence that will add a burden of $17,000,000 upon 
those who are ambitious enough to keep themselves 
informed on current events or to possess themselves 
of up-to-the-minute information on developments in 
the arts, professions or trades. 

This bill proposes to tax national-journals out of 
existence by placing upon all publications a postal 
rate based on the distance of transmission, as follows: 


Up to 300 mi........1lc. per lb. 1,000 to 1,400 mi... . 4c. per Ib. 
300 to 600 mi....... 2c. per lb. 1,400 to 1,800 mi... .5c. per lb. 
600 to 1,000 mi..... 3c. per lb. Over 1,800 mi.......6c. per lb. 


That this tax, if imposed, will greatly restrict the 
circulation of truly national journals, there is not the 
slightest doubt. The daily newspaper will be hardly 
touched. A large part of their circulation is distrib- 
uted otherwise than through the mails, and few have 
any considerable circulation farther than 300 miles 
from the place of publication. The journals that will 
be seriously affected are those which know no section- 
al distinctions or boundaries—the very journals whose 
circulation should be encouraged by every statesman 
who understands the great importance of national 
unity. 

This is a serious matter for the publishers of maga- 
zines, trade papers, technical journals, etc., which have 
a national circulation. It is also serious for their 
readers. In few instances, if any, can the increased 
cost of transmission be borne by the publisher. It 
must of necessity be passed on to the consumer, in 
the shape of a higher subscription rate. This is par- 
ticularly true at the present time, when publishers of 
all kinds are staggering under the extraordinary 
burden of a great increase in the cost of paper and 
other materials. Because of their methods of circula- 


tion it will bear particularly hard on trade and tech- 
nical journals, which, in the very nature of things, 
must be mailed direct to their subscribers and are 
delivered to a very limited number of readers, if to 
any, through news stands or street vendors. Thus it 
is this class of publication, so essential to the very 
life of every business community and to the develop- 
ment of merchants, manufacturers and their employ- 
ees, whose circulation will be rendered more costly. 

It is inconceivable that subscribers and readers of 
such publications who are located at the greater dis- 
tances from the center of publication will view with 
equanimity this proposition, that just on account of 
their location they should be compelled to pay a higher 
price for what they regard as essential instruments 
in the management of their business, among the tools 
of their trade, so to speak, and as indispensable 
sources of information, counsel and instruction. 

The Postoffice Department does not need the in- 
creased revenue which the proposed change is pre- 
sumably planned to create. But if such an increase 
were needed, why load it onto a certain section of 
our citizens just because they happen to be located in 
a certain part of the country? 

The difference in the cost of carrying a pound of 
mail matter over 1800 miles as against 300 miles is 
infinitesimal. Everyone familiar with transportation 
knows that the great factor in the cost of carriage 
today is not the length of the railroad haul, but the 
handling of the freight—merchandise, mail matter 
or whatever—before it is put on the train. 

It appears to be a case of the imitative faculty, 
which is so strong a characteristic of human nature, 
having come into play. The argument seems to have 
been: The zone system has worked well with the 
parcel post; why not apply it to publications? 

There is, however, no analogy whatever between 
merchandise and reading matter, and there is a wide 
difference between the effects of the zone system in 
the two cases. In connection with the parcel post the 
zone system was adopted, as many of our readers will 
recall, for the purpose of protecting the smaller re- 
tailers from mail-order house competition. It was felt 
that if a uniform, low rate for the transportation of 
merchandise were provided throughout the country 
the difficulties of the country merchant and the re- 
tailer in the small center, already serious, would be 
vastly increased. 

Heretofore it has been the policy of the United 
States government to facilitate to the full extent of 
its power, the circulation of printed matter of an ed- 
ucative character. The trade and technical journals 

(Continued on page 29) 


Write your Congressman and Senator in protest of the ‘‘Randall Amendment” 
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Opening of Season for “Southern Resort” Footwear 
P S 


Our Fashion Editor Gives Her Opinions on Footwear and Accessories 
Now in Vogue 


OW that Winter has arrived many 

ep people are planning to leave for the 

warmer climates during the next 

couple of weeks. Naturally the 

clothes that are suitable for up 

North are not adequate for warm 

weather wear, and many women 

have found it necessary to replenish their wardrobes. 


Smarter Costumes for Spring 

Smart dressmaking establishments and high-class 
shops have brought out some very beautiful Summer 
clothes for the Winter resorts, and judging from 
the pretty frocks and _ suits one catches a 
glimpse of, the women will look smarter than ever 
at Palm Beach, Havana and other well-known 
resorts. 

As these garments are really the advance note of 
what will be worn this Spring, everybody interested 
in clothes watches very carefully the type of dress 
selected for the Winter resorts. 


A Strong Tendengy Towards Sport Attire 


There is no question but what sport costumes 
will have an unusually strong vogue. Every young 
girl, as well as her elder sister and even her mother 
have, at least, two or three sport costumes in their 
outfits. Nothing is too gay to be fashionable for 
sport wear is the edict of Dame Fashion. 

The Colors In Sport Clothing 

The new tussah silks, with broad stripes, plaids, 
checks and polka-dots have been made up into 
smart-looking dresses, suits and coats as well as jer- 
sey cloths and wool velours. Absinthe, chartreuse, 
orange, apple green, mustard, rose and Dutch blue, 
are among the favored colors for the new sport 
garments. All white is sometimes used in combina- 
tion with one of these bright colors, but the tendency 
is for gay effects. 


The Proper Hosiery Colors 


Naturally the accessories must also carry out the 
same idea. If a plain white golf or tennis shoe is 
worn with a sport costume the stocking usually 
matches the color of the suit or coat This idea is 
sometimes reversed, the stocking being of a plain 
color and the shoe of white trimmed with colored 
leather bands in matching color to the suit. Some of 
the young girls who have slim ankles have purchased 
novelty stockings in checks, stripes and polka-dots to 
correspond with their sport clothes. 

Both high and low sport shoes have been ordered 


by women who are planning to go away for the 
remainder of the Winter. Many of the white shoes 
have the leather bands perforated to make them still 
more attractive. 


Softer Colors for ‘‘Palm Beach’? Wear 


In addition to sport clothes, however, women 
have purchased many smart suits to walk on the 
beaches and promenades. These are in softer color- 
ings, such as putty, sand, delft blue, Oxford and 
navy, also a few novelty checks. With these cos- 
tumes the women have selected walking boots, 
with a comfortable heel and toe, suggesting the 
mannish idea. The calfskin shoe in tan. is again 
being ordered for Spring mostly in lace effect. Other 
models, however, have vamps of patent leather or 
vici kid, with tops of cloth or suede in matching color 
to the costume or in some soft color that will blend 
with the costume. 


Black and White Strong 


Black and white combinations have again been 
ordered for these Summer suits, as they seem to have a 
prominent place in many women’s wardrobes. And 
all white kid shoes are again favored by many of the 
debutantes. 

The new suits are made with skirts coming within 
from 6 to 8 in. of the ground, but are somewhat 
narrower than those of last Spring, so that a very high 
shoe is required. Otherwise the stockings show when 
the wearer is walking. A few extreme suits and some 
dresses are being made with skirts only 3 to 5 in. from 
the ground, but the average woman realizes that these 
skirts are unbecoming and is not favorably inclined 
toward them. 


Skating a Mid-Season Diversion 


While a number of smart women go away for the 
Winter months, there are others who prefer remain- 
ing at home, and the city will be by no means deserted 
the next couple of months, as many fashionable 
affairs have been scheduled to fill up the time of 
those who are interested in society, particularly the 
younger set. Skating has been taken up again 
and a number of fashionable clubs and skating teas 
have been arranged for. For this sport the costumes 
are of velvet, or rich wool velour, handsomely trimmed 
with fur or consisting of a combination of a fur coat 
and cloth skirt. The skirts are made very short and 
full and the boots are very high. 

The majority of young women have selected Rus- 
sian calfskin boots in the natural color, but a few 

(Continued on page 29) 
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The general quieting down which comes at the end 
of the year is as noticeable, perhaps more so than 
usual. Very little new business has been recorded 
this week. Receipts have been small, owing to the 
demands of the Christmas trade, and to the weather 
conditions, these normal disturbances being added 
to by the shortage of freight cars. 

The market has been unusually steady, under these 
conditions. There seems to be an entire absence of 
the odd lots which are generally to be picked up the 
last of the year. There are no large stocks, in spite of 
the rumors to the effect that some dealers are hoard- 
ing leather for higher prices. There are shoe manu- 
facturers who have bought heavily, and have leather 
in reserve, but we are fairly certain that few stocks 
are in dealers’ hands which may be denominated 
large ones. . 

Some slight unsteadiness of the market last week, 
which was used by buyers as an argument that prices 
would decline is attributed to certain jobbers who 
bought moderate amounts a month or two ago as a 
speculation when prices were advancing. Now that 
the banks are calling in loans, some of this leather has 
been sold under current quotations, but still at prices 
affording the speculators a margin of profit.. Propor- 
tionally, there is not enough leather of this sort to 
affect the market in ordinarily active times, but 
coming when buyers are usually postponing purchas- 
ing until after the first of the year reports of these 
transactions caused some uneasiness on the part of 
tanners, who can see no lowering of prices, value con- 
sidered, in hide prices. 


Sole Leather 


New business is conspicuous by its absence. There 
has been but moderate receipts this week, and prac- 
tically all has been immediately shipped out on orders. 
While shoe manufacturers are to be seen in the dis- 
trict there is little business added by their presence. 

Hemlock sole is strong at 58c., 56c., and 54c., and 
50c. for the various grades, though in some cases a 
cent or two higher is quoted. Sole cutters are buying 
occasionally, but with packer union backs firm at 
83 to 88c., they are not stocking up heavily at this 
time. Oak sole is so scarce that quotations are but 
nominal. Bends are quoted at 96 to 98c., and backs 
86 to 88c. Belting butts strong at 88 to 90c., with 
some holding for 91 to 92c. All kinds of offal held at 
prices quoted last week. 


Upper Leather 


Shoe manufacturers are taking inventory this week 
and are not buying. Yet the market is stronger than 
a week ago. The shipments abroad continue on cer- 
tain kinds, notably splits and side leather. Calf leath- 
ers are held at $1.00 to $1.10 for white, 85 to 95c. for 
colors and 70 to 80c. for black finishes. Side leathers 
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The Leather Market sa a 


are quoted at strong prices with the tendency towards 
advance, in spite of temporary limited demand. White 
buck side leather sells at 70 to 75c. a foot. Tan and 
colors in chrome finish run from 40 to 55c. a foot, 
and blacks 35 to 50c. Splits going abroad, while 
domestic call is increasing. Patent calf and colt sold 
ahead, as is also patent kid. Glazed kid scarce and 
high, both colors and black being held firmly. 


Hides 

The last week in the year is always a quiet one, and 
this week has been no exception. Some sales have 
been reported, however, and these indicate that 
higher prices, or at least as high ones will be prevalent 
after the New Year opens. Sales reported have been 
at same rates as quoted last week or a fraction lower. 
But as the present take-off is more heavily haired, 
the continuance of former prices practically amounts 
to an advance. What the market may be next week 
is to some extent problematical. Meanwhile, such 
transactions as have come to light are at terms men- 
tioned below. New England cows and steers are held 
at 27 to 28c. No. 1 Ohio buffs, under the lessened 
demand are quoted at 25} to 26c., and extremes 29 
to 30c. Southern country hides are quoted at 26 to 
28c., according to shipping point. 

The Chicago packer market is quiet, with packers 
rather indifferent sellers, and are holding to last week’s 
selling prices. Native steers are quoted at 33c. for 
heavies and 32c. for lights. Texas steers are quoted 
at 324 and 32c. Some sales of extremes reported at 
314c. Native cows are quoted at 323 and 32c. 

The Chicago calfskin market is lower. While 
packers are holding to last week’s quotations, Chicago 
cities have sold at 45c., and outside cities 42c. Coun- 
tries are held at 38 to 40c. New York calfskin prices 
are lower, with little demand, quotations running 
$5.00, $5.50 and $6.00. 

The foreign dry hide market is somewhat irregular, 
owing to the effect of the export tax imposed in South 
America. No business of consequence is reported this 
week, and No. 1 B. A. hides are held nominally at 
46 to 48c. No sales of wet salted hides are reported. 


The Dollar Kept at Home 


One Bill Covers Sixty-eight Debts in Month 


The Bristol, Tenn., Retail Merchants’ Association 
has endeavored to test the value and debt paying 
power of a dollar kept in the local trade channels 
as compared with the dollar that goes to the mail 
order house and never finds its way home. A labeled 
paper dollar during thirty days was found to have 
paid sixty-eight debts or made that many purchases, 
each person spending the bill having endorsed his 
name in ink on the attached slip. Other tests are 
to be made of the same nature. 
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News o Shoes 


The “Golf Shop” for Shoes 


Ninth-Floor Store Opens January 2 


Anything that reduces the cost of distribution in 
these days of high cost of living is of interest to all. 

On Tuesday, January 2nd, the Golf Shop which is 
at present at 33 and 35 South Wabash Ave. will open 
a branch store for women’s shoes and women’s wear- 
ing apparel on the 9th floor of the Stevens Building. 

George H. Perry, whom we learn from good au- 
thority is the father of the idea, came to Chicago a 
little over a year ago and in order to get local experi- 
ence accepted a position in the women’s shoe depart- 
ment of Marshall Field & Co. Shortly after this he 
was selected as the shoe buyer for the Golf Shop 
then at 75 E. Monroe St., which carried at that time 
only sport shoes. On June 5th they moved into their 
beautiful quarters at 33 and 35 South Wabash Street. 

The new store is finished in the natural color of 
mahogany and is fitted up with solid mahogany 
fixtures, chairs and other furniture in harmony. Over 
$10,000 has been spent in these fittings. 

A very unique feature is the representation of a 
club-house front porch in the east end of the room. 
In this porch scene there will be a ladies’ dressing 
room, a telephone, a shoe-shining parlor, and several 
other conveniences. 

Another unique idea and one that should reduce 
the cost of selling shoes materially is the adaptation 
of the self-service idea, so to speak. In other words, 
shoes, slippers and all material on sale will be placed 
prominently in large glass display cases. The cus- 
tomer can walk around the shop and see all types of 
shoes that she is interested in, be it sport, street, 
dress or just ordinary tennis shoes or even rubbers 
or overgaiters. 

Another feature of the Golf Shop is a machine 
which one of Mr. Perry’s assistants, E. A. Hawley, 
has perfected and is about to patent. This is a 
machine marking mate numbers, style number, size 
number, and width, cost price and retail price on the 
bottom of the shoe at one operation. It will very 
shortly be put on the market by a company which 
Mr. Hawley and Mr. Perry are now organizing and 
will retail for about $50.00. It will mark a thousand 
pairs of shoes a day without error, and is planned 
to replace the old hand method of numbering. 


Billy Sunday Invites the Shoe Trade 


The revival services which are being held in Boston 
by the renowned evangelist, Billy Sunday, are creating 
great interest and the evening meetings are so crowded 
as to discourage many from attending. In order 
that the members of the Shoe and Leather trade may 
have the certain opportunity of hearing this wonder- 
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ful man, Wednesday, January 10 has been denomi- 
nated Shoe and Leather Night, and tickets will be dis- 
tributed among the trade which will insure admission 
without the discomfort and delay of waiting in the 
crowded assemblage which is to be encountered at 
each meeting. 

Members of the trade outside of Boston who may 
desire to attend may have tickets sent them by 
mail, upon application to Charles H. Jones, Com- 
monwealth Shoe and Leather Co., H. H. Proctor, 
Proctor, Ellis Co., C. D. Kepner, the C. D. Kepner 
Leather Co., Committee on arrangements for Shoe and 
Leather Night or to the “Boot and Shoe Recorder,” 


Shoes as Banking Collateral 
Eph Phelps Gives a Few New Year Epigrams 


Eph Phelps of the “B-Quick’”’ and ‘‘Lucky Foot’’ 
shoe stores in New Orleans was in what might be 
called an epigrammatic humor the other day and 
threw out a few like this: 

“It is easier to sell shoes now than to buy them.” 

“Shoes will be sold next Christmas in jewelry stores, 
in plush boxes and kept in vaults with time locks.” 

“More soles. (souls) are being saved now than ever 
before in the history of the world.” 

‘A rich sole heir is one who inherits a side of sole 
leather.” 

‘“‘A femme sole, a legal phrase for an old maid, is 
now used to designate a rich woman.”’ 

“The only shoes that are not advancing are horse 
shoes, they are frequently dropped behind.” 

“With the high price of leather and milk you will 
soon be able to ‘swap’ a cow for an automobile.” 

“Banks will soon be accepting a pair of shoes as 
collateral for a call loan.” 

‘““A man lost a diamond stud and wore out a pair 
of shoes hunting for it, thus doubling his loss.”’ 

“Why not adopt the leather standard instead of 
the gold standard?” 

“The time honored leather strap as an instrument 
of punishment is abolished because of the danger of 


" wearing the leather.” 


‘“‘We will be wearing shoes with first and second 
mortgages on them soon.” 

‘Leather medals are no longer an object of ridicule 
but a treasured possession.” 

“The old woman who lives in a shoe has to pay high 


rent now.” 
““One legged men have the opportunity of becoming 
millionaires.” 


Iowa to Meet March 6, 7 and 8 


Convention Brought Forward One Day 


There has been a mistake made in the date of the 
Iowa State Retail Shoe Dealers’ Convention, to be 
held in Des Moines in March, with headquarters at 
the Chamberlain Hotel. The correct dates are 
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March 6, 7 and 8th, Tuesday, Wednesday and Thurs- 
day. 

The Iowa Association will be represented at the 
National Convention at Cincinnati in January by W. 
A. Rahl of Cedar Rapids; Ed Hurtzler of Burlington; 
F. M. Nebe of Atlantic, J. K. Elwell of Des Moines; 
Frank Wilson of Washington; Hal Stewart of Iowa 
City; Fred Stuhler of Monticello; R. 
Waterloo, and Roy E. Stevens. 


The Broader Setclncke Valen of Shoes 


That was an interesting comparison made by a 
Lynn shoe manufacturer, who found by careful 
tests that certain grades of fine shoe leather cost their 
weight in in silver coin. That is, a silver dollar laid in 
the scale just balanced a dollar’s worth of the leather. 
It is a common comparison for things extra-precious 
to speak of them as being ‘‘worth their weight in 
gold’”’; but any commodity which is worth its weight 
in coined silver (which is to say, about a third more 
than plain, bullion silver in the bar) is not to be called 
cheap, not to be classed as a waste product. 

This great rise in cost of materials should suggest 
that there has been a broadening of the base of the 
intrinsic, in shoe value. Style value is of course still 
important; but apart from style considerations, there 
is a larger value in shoes from the standpoint of sheer 
utility. It will therefore not be necessary to slash 
prices to the extent common a few years ago, when 


style changes made it advisable to close out certain 
items of the stock. There willbe plenty of econom- 
ically minded customers wanting to buy shoes on 
their merits as footwear, for service alone, to take up 


any reasonable offering. It is safe to say that the 
foolish “‘dollar a pair’’ sale will be instituted only in 
stores the proprietors of which are willing to acquire 
the reputation of heing either financially or mentally 
verging toward bankruptcy. 


A TAX ON INTELLIGENCE 
(Concluded from page 25) 
fall wholly within this class. The wider their distribu- 
tion and the greater the number of their readers, the 
broader and more rapid will be the progress and de- 
velopment of the country’s commerce and industries. 

The new bill would also tend to check the study of 
publications devoted to agriculture, to the sciences, the 
arts and the professions. It would work directly 
against the spread of intelligence in general, and would 
even deprive a large section of the people of this coun- 
try of one of the most rational, uplifting and inform- 
ing means of amusement. 

Alike, then, from a patriotic and from a personal 
standpoint, we urge “Boot and Shoe Recorder”’ sub- 
scribers and readers to immediately enter their pro- 
test against what is known as the Randall bill. Write 
your Representative in Congress and also your na- 
tional Senators without delay. 
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OPENING OF SEASON FOR “SOUTHERN 

RESORT” FOOTWEAR 

(Concluded from page 26) 
have had their boots made to order, some being all 
white and others white trimmed in color to match 
their costume. 

Dancing Not So Popular 

While the general public are not quite as keen 

about dancing as they were a couple of years ago, 
tea dansants and and evening dances are still very 
popular and many charming new gowns have been 
ordered for the mid-Winter season. The newest 
of these are made on Grecian and Empire lines and, 
consequently, Grecian sandals have been ordered to 
still further carry out the Grecian idea. 


Metallic Effects Continue 
The vogue for metallic effects continues to be as 
strong as ever in the new garments and, consequently, 
the slippers made of cloth of gold or silver or brocaded 


A NOVELTY BOOT 


Embossed kid that imitates snakeskin to perfection 
Maker’s name on request 


silver or gold are being ordered for the new dresses. 
Dainty colored satin slippers buckles with in Empire 
effect have also been selected to be worn with some 
of the new frocks, and dainty beaded designs in 
plain colors as well as in Oriental effects will be seen 
at some of the smart dances during the coming few 
weeks. The new dancing frocks are still being made 
with quite short skirts, and while some of them have 
trains they are suspended from the shoulder or from 
the high waist and are very narrow, so that they 
can be held over the arm very easily. 

Judging from the amount of new boots that have 
been ordered recently, women’s interest in smart foot- 
wear has not abated in the slightest and her foot- 
wear will occupy as prominent a position as it has 
for the last few years. 
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Continuing the weekly presentation of helps to better 
merchandising, with suggestions for their adaptation to the 
store’s requirements. 





A color scheme of green and silver is especially attractive, and 
the large unit can be made of silvered fibre board or of light 
stock covered with silvered paper, with panels and oval of pale 
green, with the lettering ““The Style Year, 1917” in silver. The 
gates and concave railing should be in the same tone of green, 
and behind these a table can be placed as indicated to carry a 
shoe display, the top and the face of this table being covered 
with silvered paper, the facing having cut-outs covered with 
tissue of the colors to match the coloring of the rug on the win- 
dow floor. Prices in silver might be marked on these cut outs, and 
connected up with the shoes displayed by means of white ribbons. 

Number Three shows how a window stunt can be worked 
out with large papier mache “‘peace pipe” and “war club” 
units placed on a scale which can be readily made of wood. 
With the club an army boot could be placed in the balance, 
and with the pipe one of your newest men’s shoes. The idea 
is topical and will gain attention, and ways to use it are so 
varied that the window man will have no difficulty in ar- 
ranging it to suit the conditions under which he is working. 






































The window man’s variety of materials and ideas is larger 
than he might suppose. Everything suggested in these service 
pages is thoroughly practical at reasonable cost, and “The 
Recorder” will help any who wish to know how to obtain window 
materials of every kind. 

“Speed” is the motif of the window shown in Number 
One: speed in distribution through the attractiveness of 
the offerings for January selling; and leadership in style. 
This can be placed in front of your regular window back- 
ground, and its component parts can be used as display 
units later on, or rearranged to make new window trims when 
needed. The basis of this background is the three taller units 
shown, which can be built locally, or more readily obtained in a 
variety of designs from the composition or fibre board, or the 

apier mache houses. The central panels of these units are 

rightened by placing before each a potted tree, and the 
whole is connected up by the two large panels shown, which 
can be readily built of card or fibre board, or even of decorative 
paper over a slight frame. The center of these panels gives 
the opportunity to put the keynote of the window 

into words. Over one can be placed the papier mache 

if plaque of “speed,” and in the panel beneath can be 
lettered some such phrase as: 


“ SPEED ” 


The keynote of style and sales today 


SPEED IN ACTION 


is necessary if you would wear these special offerings. 


In the space under the papier mache eagle should be 
wording similarily appropriate, and in these panels 
greater effect can be secured if you work out a trans- 
arency which can be lighted from behind at night. 
n smaller windows, the two pillar units, two trees, 
the placque and the panel will make a very attract- 
ive background. 

The display shown in Number Two is comparatively 
simple, and all the material can be obtained in stock 
sizes from supply houses, or built locally with any 
desired variations. These window suggestions aim to 
use material already on hand whenever possible, in 
order to hold window expense within bounds, and the 
trees used in Number One can also be used here. 
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Number Two 














































Number Three 
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s |Cards to Emphasize the Offerings 


The show card man can influence the bigger sales that 
should be closed by the men on the floor. 
aid him in increasing public interest. 
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These helps will 
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Show Card 


One feature of interest in this week’s 
showing is the seasonableness of each idea. 

Working with quarter-sheet card in 
each case as the best all-round size, 
the stock selected for Number One is 
gray, with white and black lettering. 
The color in initials or decoration which 
may well be introduced by the card 
writer would not show in a half-tone 
reproduction, and it should not be for- 
gotten that color, used with restraint, 
is a great help to showcard attractive- 
ness. For the first line in this card a 
variation of the Gothic alphabet is 
used, and the balance of the lettering is 
single stroke. The decoration is simple 
and can be original, or made with 
stencils, which are readily obtainable 
in a large variety. 

Numbers Two and Three express an 
idea that can be worked up in a variety 
of ways and used as a regular window 


feature for the Winter months, with the co-operation of the 
local weather bureau. Make up a series of quarter sheets, 
each carrying a different official weather signal; then letter on 
each card something appropriate for the coming weather, 





| Are you 

| Prepared 
ig F Zhe 

QLD WAVE COMING! 
Me oer 


Clean cut, well made 
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Number Two 


Number One 


Begin 1917 aright with suf- 
ficient equipment to make 
your show cards bright and 
interesting. Supply house cata- 
logs are full of suggestions, 
and when you feel satisfied 
with your mechanical equip- 
ment, “‘The Recorder’s’’ ser- 
vice pages can be relied upor 
as a fertile field for ideas. 





Writing 


along the lines suggested, and change 
the cards as the forecast changes. 
To secure additional variety in this 
series, a’ panel could be cut in the 
cards to permit sliding in behind the 
card a smaller one with ‘a. different 
suggestion each time a card is dis- 
played. In working up these cards, 
be sure that they do not lack em- 
phasis. They must catch the eye 
quickly. Depend on what you have to 
say and not on pretty decoration to 
hold the interest of the passerby. In 
your newspaper advertising use the 
slogan: ‘Watch our Windows for. the 
Weather’; and then keep everlastingly 
at it. Distinctiveness in publicity meth- 
ods builds reputation; and reputation 
builds business. 

In executing cards in quarter sheet 
size or larger, good cardwriters use a 
brush, as there are few pens large 


enough to do the work in a clean cut way and with suffi- 
cient speed, and in the cards shown this week the brush 
has been used exclusively for all the lettering, shading and 


decoration. 
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Imports and Exports of Shoes and Leather 


As Reported in the Latest Monthly Summary of Foreign and Domestic 
Commerce of the United States 





IMPORTS 
October Ten months ending October 
1915 1916 1914 1915 1916 
Hides and skins............. 
Buffalo hides, dry........... 147,950 108,751 2,678,792 2,253,012 3,323,916 
Calfskins, dry, green or 
RRP Rare ehh OE ae 1,139,340 624,583 15,075,652 9,051,466 16,139,458 
Cattle hides, dry, green or 
SN Ast: adhe ddincn eae 8,457,915 5,520,679 48,763,443 63,237,794 72,186,420 
Goatskins, dry, green or 
| errr 2,653,201 18,363,849 15,742,574 29,996,566 
Horse, colt and ass, dry, 
green or pickled............ 120,867 219,500 1,802,333 1,031,518 2,642,792 
NN, accede cas 50,373 58,648 570,033 386,545 626,411 
Sheepskins, dry, green or 
a di ee a eee cet ed 1,217,922 1,636,578 10,655,230 10,558,003 18,653,205 
Leather and tanned skins, 
Belting and sole.......... 214,452 78,265 3,398,047 1,562,007 1,797,151 
REPEAT re nee 3,033 1,533 — 23,653 42,155 
Upper leather, dressed....... — -- 3,388,963 1,421,331 — 
TI gon os. chu Shen ch 57,814 29,149 141,422 841,008 
Goat and kid............... 50,822 81,923 157,004 850,865 
Sheep and lamb............ 33,336 44,819 171,028 603,588 
re 17,866 9,825 144,474 196,485 
0 OCCT TTC. 159,838 165,714 3,388,963 2,035,259 2,488,946 
Boots and shoes............. 28,736 21,255 418,258 192,064 152,806 
EXPORTS 
Hides and skins (except fur 
skins, raw or uncured) 
SE an ait ot don uk dle eis aieie Ake 2,040 21,20 142,502 175,286 470,815 
Ee ee ee 190,172 189,410 1,879,930 3,285,768 2,026,037 
Te eer 6,357 — 411,073 45,443 28,690 
pO LT Te 19,195 18,753 168,845 310,843 386,549 
a tie ald ore a ea 217,764 235,688 2,602,350 3,817,340 2,912,091 
Leather and tanned skins 
ES ) saaoo Wi kee E 346,691 527,537 1,311,468 2,556,831 5,493,428 
GE ook. wsienk hawk adwes canek «> eee 4,709,690 7,336,125 22,680,594 27,251,184 
Upper 
"re oe ee en cn 416,087 593,349 1,329,452 2,968,237 5,946,529 
BE 52.05: Xe 5:5 Mri Sent te Scie OT 1,273,877 2,707,697 11,457,072 14,675,476 19,959,464 
All other upper............. 963,462 1,260,221 5,688,592 17,020,848 10,241,914 
Boots and Shoes 
II OO. o's Acti dare eae 190,767 287,008 1,375,300 1,590,683 2,288,054 
eee 1,768,155 7,511,279 25,392,896 25,655,338 
ET ee 587,917 1,006,119 4,856,357 4,984,195 8,847,641 
21,791 13,898 280,110 160,797 285,430 


0 ree es er 
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High-Grade Stores Prosperous 


As an indication of conditions in the 
western retail stores, carrying the higher- 
priced lines, word latcly received from 
Salt Lake City from A. C. Earle, repre- 
senting Laird, Achober & Co., shows ex- 
ceptionally heavy buying in some lines, 
and in the larger cities price is no object 
if deliveries can be assured. Practically 
all Spring orders have been placed and 
the volume of present delivery orders 
is only dependent on the supply of raw 
materials. Mr. Earle never knew busi- 
ness conditions in the West to be better 
than they have been this Fall. 


Example of Prosperity 


Charles F. Wood, representing the 
Brown Shoe Co., of St. Louis, in New 
York State reports that the season has 
been an exceptionally busy one for the 
traveling shoe salesman. At the be- 
ginning of the season the merchants were 
rather skeptical as to what they were told 
regarding an advance in prices, thinking 
that the wholesaler price had already 
reached the high water mark, but they 
soon learned that the advance was a 
reality and consequently began placing 
increased orders, and as the consumer 
has become educated to higher prices, the 
merchant has become more satisfied with 
existing conditions. 

He cites an instance of a fair example 
of prosperity in his territory. A traveling 
salesman started in the retail shoe busi- 
ness in Buffalo a year and a half ago, on 
rather a small scale. This season he 
moved to the principal business street of 
the city and now has one of the finest 
fitted out stores in that thoroughfare, 
and is doing a good business. The retail 
trade in general shows increased pros- 
perity. 

Pointers of Interest 

Some indications of retail conditions 
come from Geo. W. Beahr, representing 
M. A. Packard Co., in Florida, Georgia, 
Alabama and the Carolinas. He says: 

‘‘While there has been a very large 
increase in the shoe business in this 
territory, and merchants have placed 
orders early, I do not think that this 
section has bought more than 75 per 
cent if that many, of the shoes they will 
need. The many new novelties brought 
out from week to week, has had a ten- 
dency to educate the buyer to hold off. 
However, I think that his judgment that 
shoes would cost him more later on, 
has induced him to purchase more than 
he would have done under the same style 
conditions, with prices stationary. Wheth- 
er or not merchants as a whole are get- 
ting adequate profits is a question out- 
side the big centres. RecentlyI talked 
to a merchant who told me he was selling 





a well know shoes for men at $4.50. that 
cost him $3.35, while he was getting 
$6.00 for a woman’s shoe that cost him 
$3.85. His reason was that while he had 
bought the man’s shoes to retail at $5.00, 
he found he could not get any volume 
at that price. I believe though, that most 
merchants are making an earnest cffort 
to increase the margin of profit and with 
that in view are trying to educate the 
consumer to buy quality instead of 
price.” 


A Traveling Man’s Analysis 


Jay Jaffe, a representative of The 
Holters Co., of Cincinnati, Ohio, who 
has covered a single territory for over 
twenty-five years, has something par- 
ticularly interesting to say in the light 
of his experience. 

“T believe,” he says, “that the mer- 
chant of today is by far a better business 
man than the average merchant of 25 
years ago. He don’t ask any more do you 
put your shoes in individual cartons. 
He looks at styles instead of what profits 
he can make in buying certain shoes 
from certain houses. He is after service 
as well as merchandise and the traveling 
salesman of whom he buys the bulk of 
certain lines and finds him to be re- 
liable, living up to his promises, he is 
sure to remain loyal so long as the firm 
delivers the goods within reason; of 
course lately, it has been more or less 
fluctuating on account of the rapid 
change and styles and it was not a hard 
matter to sell a new man some novelty 
shoes for immediate delivery. The 
merchant of today is not the shoe dealer 
of yesterday. He reads the “Boot and 
Shoe Recorder” and other shoe and 
leather publications. He studies the con- 
ditions of the country, his state and 
above all, the town or city trade. He 
extends his glad hand to the traveling 
man and listens to what he has to say, 
for he finds it to his own advantage to 
do so, even though he is unable to place 
an order with one in twenty who calls 
on him. The business relations between 
shoe dealer or buyer and shoe salesman 
have never been any friendlier to the best 
of my knowledge, also perhaps due to the 
fact that the traveling shoe salesman of 
today is of a higher or better class of 
men. It is no more the fellow who was 
the better spender, who got the better 
order.” 


**Never Missed an Order’’ 


Now comes friend Risley—Charles D. 
with the Selby Shoe Co. of Portsmouth, 
Ohio—everybody knows him—with this 
word about advance orders: “In a nine 
weeks’ trip, never missed one,”’ and with 


the further statement that his present. 


delivery orders are the heaviest ever 
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booked. An index of. prosperity in his 
territory, which is New York State west 
of Schenectady and Pennsylvania west of 
Bradford and north of Pittsburgh, is the 
number of small town merchants with big 
stocks, but with bank accounts in the 
same category. Big retail sales seem to 
be the order of the day, with merchants 
buying heavily to cover their anticipated 
needs. 


Nineteenth Year in Ohio 


The ranks of men who have been on 
one territory for nearly twenty years are 
comparatively thin—which brings Harry 
C. Shaw in the limelight, for he has been 
covering’ Ohio for nineteen years, the 
first years with Monroe Bros. of Phila- 





HARRY C. SHAW 


delphia, and the last sixteen with the 
Whitcomb Shoe Co. His experience this 
season has been that with shoes higher 
than ever before, they were never more 
easily sold. With practically all Spring 
orders booked, and the largest business 
he ever had, he finished his trip two weeks 
earlier than usual, and returned to his 
headquarters at Alliance, Ohio, “the 
‘largest’ small city in the United States.” 
Shaw’s activities embrace not only selling 
shoes, but membership in the National 
Shoe Travelers’ Association, the United 
Commercial Travelers, of which he is a 
past councilor, the Masonic fraternity, 
and the Elks. 


“°Tis the plugging away that will win you 
the day, 
So don‘t be a piker, old pard! 
Just draw on your grit; it’s so easy to 
quit: 
It’s the keeping-your-chin-up that’s 
hard. 


“‘And though you comé out of each gruel- 
ling bout, 
All broken and beaten and scarred, 
Just have one more try— it’s dead easy 
to die, 
It’s the keeping-on-living that’s hard.” 
From “The Quitter,” by R. W. Service. 
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Editorial—For Your Store 


N an up-grade the engineer of a freight train uses the “sand 
QO box”’ every little while so that the wheels will get a better grip 
on the rails—he never starts his train unless prepared for an 
emergency. Slipping backwards must be prevented at all hazards. 
And the sand box stops it every time.’ 

This shoe store of service must neither slip nor trip but take a fresh 
grip and with the help of the “sand box’’ move forward every day. 
There are many up-grades to over- 
come but the sand in the box 
never gives out nor does the store 
give up. There must be no slip- 
ping here. We must always be 2 No. 178, 25e. 
prepared for emergencies and bi 


ready to surmount obstacles as \ i (.) | She Saves! 


we meet them. 

The woman who takes time 
by the forelock and buys 
shoes here now, saves by 
spending and anticipates her 
footwear needs for many 
months to come. Wisdom 
spells Economy and Economy 
presages thrift. Save—and 
the dollars will mount up! 

High shoes and low shoes 
are much lower now because 
we're lowering the over-stocks 
Ne. 179. Se. by the lever of under-prices. 

Novelty and plain effects. 
All new, and all smart as can 


Snow, Sleet, ang their trim and graceful 
Slush! 


No. 180. 25e. Avoid the ill and the doctor’s 
bill that follows the chill of 
: AMP, tramp, tramp wet feet during the three 











Winter months when snow, 
sleet and slush are most to be 
And there’s no limp- expected. Protection will fol- 
low reflection, if you'll stop a 
minute and think—and you'll 
buy rubbers or overshoes at 


the men go marching! 


ing from tender feet among 
the great army who buy their 
footwear here—for if our shoes once. 


fail to fit we fail in our pur- Anti-wet footwear—the war- 
ranted kind—is waiting to do 
loyal duty here for women and 
buys, a permanent customer men, girls and boys. Rubber 
and overshoe protection at 
prices that are eminently fair 
to all concerned, namely, the 
less’”’ shoes here at $5 pair or— buyer and seller too. 


pose to make every man who 


of this store. 


You'll get sure-fit, “‘limp- 


tL 


you'll get money back for the 
(SGeeeeeeeeseeea: 


asking. Store Name Here 


_— ——— ee No. 181, 25c. 
Be Sure to REMIT WITH ORDER to Avoid Delay 
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means that half the battle of 
life is already won by your 
boy at the start, for it holds-off 
attacks by that arch-enemy, 
sickness, that often follow in 
the wake of a foot chill or a 
cold. Let the slogan “safety 
first’ guide you by providing 
him with damp, wet and cold- 
proof shoes. 


Boys shoes of sturdy leath- 
er and true workmanship 
respond right loyally here to 
the call of “Safety First.” 
Old Winter’s snow holds no 
hidden dangers to the boys 
who wear them. And $3.50 
here puts them on his ever 
restless feet! 


—— ee 


Safety First! 
Footwear ‘“‘Preparedness’’ 


) es fo fe Ff a ¢ a | 


hes 


new Spring stocks. 
There are some special offerings this week of irresistible interest—let 
them be YOURS by acting quickly. 

















No. 183, 25c. 


A Between-Season’s Event 


The greatest incentive to public interest is to give the public greater 
value for the price than they expect that their money will buy. 
this Between-seasons event right through the Store should excite quick 
action among thrifty women and men who are ever alert to save. 

Through the interchange of money for shoes here now you gain largely 
through the matchless values and the store gets its sadly needed room for 


Hence 






Come today! 


SSCS eeeeeeeeeeeesesesee 
Store Name Here 


—S—————S 


SHOE STORE STUNTS 


No. 43—Telephone Booth Display 


Are you taking advantage of all of your display opportunities? 

Do you realize that a Telephone Booth offers an opportunity 
for a showing of specialties? A small wall case placed in the 
Telephone Booth will give you an op- 
portunity to show dancing footwear, 
shoe findings, house slippers; in fact, 
many specialties will meet with ready 
sale if displayed attractively in this 
way. 

No. 44—Prizes for Show Cards 


Competition among 
school children will usual- 
ly prove excellent public- 
ity and very often re- 
sults in increased sale for 
children’s footwear. An 
interesting contest may 
be conducted by offering 
a prize of a pair of shoes 
to the boy and girl who 
sends in the best hand 
lettered show’ card 
reading: “Blank’s New 
























































Spring Footwear” or, the wording of the card may be left 
entirely to those who enter the contest. An exhibit of these 
cards shown in the window will create unusual interest and 
favorable comment. 

, No. 45—Utilizing the Store Column 

In some shoe stores, the store column offers an opportunit 
for a display of footwear which is rarely taken advantage of. 
Our illustration shows how a pyramid fixture may be built 
around the centre column and a 
display of footwear placed upon it. 
This fixture may be 
covered with felt, velour, 
or stained to __har- 
monize with the shelv- 
ing and other fixtures in 
the shop. 


In order to prevent 
the footwear from_be- 
coming soiled or a 
worn, it is advisab 
to build a glass enclosure 
around this pyramid 
fixture. 





























Accounts Cannot Be Opened for These Nominal Amounts 
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In the picture isshown our Men’s Welt Sewed Chocolate ZWEI-TAN “FARM WEAR?” sixteen inch, Hi 


(AUN Cut, Double Sole 
Sell the Farmer his Own Shoe 


WHY NOT SELL THE FARM TRADE SHOES THAT ARE MADE ESPECIALLY FOR THEIR 
NEEDS? “FARM WEAR” shoes are the only ones that completely fil' the requirements of the farmer. 





vegetable to make it resist 
the action of Barnyard acids. 


We make “FARM WEAR" 
shoes for men and boys—in 
exact duplicate of style and 
materials. In fact there are 
so many different and better 
features to the “FARM 
WEAR” -proposition that 
we can’t tell them all on this 


page. 


Your farmer customer willi 
be delighted with a shoe he 
can wear from dawn ‘til 
dark—from the field to town 
—without the necessity of 
changing to his . Sunday 
shoes. That’s the big,at- 
traction of the “FARM 
WEAR” line. 

“FARM WEAR” shoes are 


made of a special leather, 
ZWEI-TAN—meaning dou- Write us today for complete 


ble-tanned—first in Chrome Men’s Nailed or Standard Screw, Chocolate details of our Co-operative 
nly : ZWEI-TAN “FARM WEAR” Cap Blucher, , 
to give it strength—then in Half Double or Double Sole. Selling Plan. 





ope, 


Drchine eeae 





tee - nate 2D Titi sea de Re Nae DiokateS 


NUNN and BUSH SHOE COMPANY 


MILWAUKEE, WISCONSIN 














Dec. 30, 1916 “THE GREAT NATIONAL SHOE WEEKLY” 


4 


ow 
~ 





The EVEREADY Shoe 


Buttons --- But No _ Buttoning --- Laces, But No _ Lacing. 


The very latest novelty in Shoemaking, both Button and Lace. 


Producing a more perfectly dressed foot than has ever before been 
possible. 


THE BIG FEATURE IS STYLE 


The Trade 


Are Invited To Call at 
Room 64 
UNITED STATES HOTEL 


Boston, Mass. 


January 2nd to 20th 


and view samples in charge of 


MR. C. ARTHUR STEVENS 









If you can’t call---write 
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C Distributors 
WOMENS NOVELTY, FOOTWEAR 


138-140 Duane St Pact 
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14 New Numbers--Each Going Big For Spring 













Created for the most exacting New York City trade. 


Order Now While We Have All Sizes and Widths 


Lasts, patterns_and 


leathers the very newest and best money can buy. 
Order today and show 


ket. 


1142—Gray Kid Stag Vamp, Genuine Gray Ooze 
Calf, Whole Quarter and Covered Wood Heel, Imi- 
tation Perforated a Tip Goodyear Welt, Long Vamp, 
Recede Last. Miccescactzenc Price $6.00 
1130—All —t., uaa Boot, Same Pattern, Last and 

Perforations as above, Covered Wood Hee! 1, Good- 
FETE SE ON nc tccccdvecascece Price $6.00 


1131—All Wy Ang Button Boot, Same Pattern 
and Style as above, Goodyear Welt. AA to D. 
Price $6.00 


4333 an Guy Nubuck Lace Boot, Stag Pattern, 

Wood Heel, Goodyear Welt. A to D. io _~ “ 

1151—All White Washable Lace Boot 

tern, Covered Wood Heel. AA to D Price, $5. ‘A 

1139—All Brown Nubuck Lace Boot, 8 Pat- 

tern, Covered Wood Heel, McKay Sewed. toD. 
Price 3. 50 


up the new numbers 
in your window for 
the new year. 


Our prices are low on 
today’s leather mar- 


We shall be 
pleased to 
submit sam- 
ple dozens. 
Wire 
Orders 
Collect 






1140—Russia Calf Vamp, Brick Tan iubuetiTon, 
Stag rere Imitation wy Me at = Coy ey 
Louis Heel, Goodyear Welt. rice =. 
1147-—Biack Kid Vamp, Golden 1 own Kid Top, 
Lace Boot, same style as above, White Welting, 
Leather Louis Heel, Goodyear Welt. AA to D 
Price $5. [25 


1148—Same style as above. Black Kid Vamp, 
Golden Brown Kid Top in Button. a4, - 9D... en 
Pri ice 
3008—Black Kid, Golden Brown Kid Top, Ly 4 
1aee Boot, Stag Pattern, Turned, —- 
Hee! 


eye vered bang = ‘mid ‘Wang 3 anes ne 
1145—Golden Brown Kid 8 
Same Pattern as above, Leather Louis s Heel Good: 
weer Watt. BS OO Bees ccccecesagess Price $5.00 
1144—Patent Kid Vamp, Golden —: Kid Top, 
Lace Boot. Same style as above. AA to D. 

Price $5.00 
1143—White Nubuck Lace Boot. Same style as 


above. Leather Louis Heel, Goodyear Welt. AA 
SP We cececssts COOSe ce chesocescocce Price $4.50 


Terms 2% 10 days—New Accounts Please Furnish Reterences 
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ze ps 9S = DESIGNER ° . A 
SHOE SPECIALTIES 74 Up o ke 


MEMEO 


ESTB. OVER 2 AA YEARS 
\ 


Wives. 


KING GEORGE SHOES & 


(Named For King George of Greece) 


Are QUALITY SHOES Always 





3968 “King George’’—Gun Metal bal 
G. W., Low, Flat Heel, Blind Eyelets, D and E, 5 to 11, $4.15 


There never was a time, when the importance of selling trustworthy 


merchandise was more necessary than under present conditions. 

Don’t be influenced to try unknown brands of shoes because of a tempt- 
ing price. 

Remember---quality builds a reputation, price never does. 

The reputation and quality of ‘“King George’”’ shoes, is the result of 44 
years of earnest ambition, to build the best shoes possible at the price. 

We have several thousand customers, who say they are the best. 

Let us send you a sample dozen. We carry 33 different styles. 

Are you on our mailing list to receive our monthly style bulletins? If 
not please write us. 


H..CDOVENMUEHLE & SON, EE 
321-323 “W Wonrce. Sz, Chicago, ll] 














TO TT 
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7 oieseesserieensniesesneninntionninanaennanantaae Sell Riemer 
Shrewsbury 


Grain 


WOOD SOLE 


Boots and Shoes 


You can work up a 
good volume of busi- 
ness in wood sole work 
Patented ' shoes and boots—and 
make a nice profit. 

Made of Riemer’s special tannage waterproof oil 

grain leather. The wood soles are close grained, 

shaped to fit the feet, 

and will not warp or 

crack. 

Riemer Boots and 

Shoes are lighter and 

more durable than any 

all leather, rubber or 

other footwear, and 

are specially adapted 

for all work in damp 

laces or on concrete 

oors. Put a small 

order in stock and see 

what genuine satisfac- 

tion they give. 

Buckle Shoes... . . $1.85 

High Boots 3.50 

Steel Rims (new) .35 


A. H. RIEMER 
SHOE CO. 
Milwaukee, Wis. 
Established 1887 Patented 


Now as ever the 
popular leather 
for substantial shoes 


On the market 
for 134 years 


Green & Hickey Leather Co. 


TANNERS 
Shrewsbury, Mass. 


Thomas McCammon 
116 South Street, Boston, Selling Agent 


[Ll] cescesecesscccseeccsscenesccesssecssccssenessscusscasnsassesnssssnsses 














LOAM TV ANTAGES OF 


PAPER—GET IT! 


Why throw it away when 
you can make it bring in 
money? Isn’t it far better 
to turn all your waste paper 
into profits for the store? 
The 


**M odern Leader”’ 


ALL STEEL 


Baler 


stands without a peer as a profit 
producer, fire-preventer and 
money-saver. aste paper is a 
money maker. 


You can earn from 50 to 1000 

per cent on the cost of this baler 

each year. Start Now by signing 

and returning the attached cou- Agents Wanted 
pon. 


The Petroleum Iron Works Company 
OF OHIO 
702 Frick Building, Pittsburg, Pa. 


P erfection 


Circlettes im 





With the Sharp Shoulder and Broad Wear- 
ing Surface 


They don't scratch floors They do protect 

= y don’t wear slippery They do stop uneven wear 

They don’t drop out They do prevent runover heel 

PUT ’EM WHERE THE WEAR COMES 
TRADE SUPPLIED BY 


F. W. Whitcher Co.. Bes 


Chicago 





FUCUUERCOUROGOUGOEOGGEEGGEROGOGOUGOCEOCRRGREOUOOROGURGGOEEOGQRUGGORRONUOONGOONUGONREOOED- 


: 


SIGN AND RETURN THIS COUPON, N-.O-W 








The Petroleum Iron Works Co. of Ohio, 
702 Frick Bidg., Pittsburgh, Pa. 


Please send descriptive catalog of THE MODERN LEADER ALL STEEL 
} oF complete information about how to turn our waste paper 
pro! 
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Ordinary 
hosiery 
knit toa 
point like 
this /\, 
cramps 
the toes 


You can give much foot comfort and help re- 
lieve and prevent foot troubles by the right kind 
of hosiery 


There has never been a question but what pointed-toe 
hosiery is as detrimental in the causing of foot weakness 
and foot distortions as pointed-toe and short shoes. 


DE Scholls 
Toe-Free 


Scientific~ Rational and 


Hygienic- 


SOR MEW AND WOM 


You can safely recommend Dr. Scholl’s Toe Free Hose and be sure that your 
customers will not only get more than their money’s worth in wear and Service, but 
obtain relief from the cramped, crowded condition of their toes. You will give them 
toe freedom and perfect toe comfort. 


We have just received large deliveries on orders that were placed with our mills 
two years ago when the price of cotton and mercerized yarns were very low and our 
customers may obtain the benefit of these prices. 


No. 32—Mercerized, light weight, No. 34—Mercerized, medium weight, 
champagne color, double heel and toe. natural color, double heel and toe. 
Per Dozen, $3.00 Retail, 35c Per, Dozen, $2.25 Retail, 25c. 


No. 21—Mercerized, medium weight, 
No. 33—Mercerized, light weight, top black, natural half foot, double heel 


white color, double heel and toe. and toe. 
Per Dozen, $3.00 Retail, 35c. Per Dozen, $2.25 Retail, 25c. 


The above are carried in sizes 9, 944, 10, 1044, 11,11% and 12, packed one-half 
duzen to the box. 


Show Cards, Size 8x12 Inches, with Every ‘Order 
Order Now—and Get the Benefit of the Old Prices 


THE SCHOLL MFG. CO. 


Largest makers of Foot Comfort Necessities in the World 
213 W. Schiller St., Chicago, 
337 Broadway, New York 








BOOT AND SHOE RECORDER Dec. 30, 1916 


_ Year’s End 


It has been a good year, a year of opportunities. 


Some of them, perhaps, have not been utilized 
by all, some have been neglected altogether. 


But a few have been splendidly productive, 
and one of these is Nedlin. 


Nedlin has done more than relieve a distress- 
ing leather famine. 


NeGdlin has given dealer, manufacturer, and 
user a sole better than leather. 


Nedlin wears much longer than leather, often 
twice as long. 


3 
1) a: : It is waterproof and does not slip. 
€ , O I nN Thousands of dealers have increased sales with 
er it because it is easier to sell than leather. 
Better than Leather 


The great delay in selling shoes is most fre- 
quently caused by the stiff uncomfortable 


feeling of new soles. Shoes soled with NeGlin 
are comfortable from the first. 


Nedlin makes new shoes as comfortable as old 
shoes. 


Over four hundred manufacturers are using 


Tan Russia Bal with white Nedlin Sole and This stock style from E. T. Wright . a 

2 h pony. Rockland, Mass., isa Dark Brown udge 
Wingfoot Heel, style No. 6176, made by the elted Model, retailing at $6.00; also carried 
Connolly Shoe Company, Stillwater, Minnesota. in stock in Black Gun Metal. 


Note the clean cut lines of this shoe. 
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and Neolin 


NeGlin, for Nedlin lends distinction to the 
most expensive foot-wear, and yet its cost per- 
mits its use on shoes of moderate price. 


NeGlin is good for every class of trade—for 
men and women, for young men and girls, for 


children. 


One of many striking testimonials to its wear- 
ing, waterproof and comfort qualities is seen 
in the fact that the United States Government 
is using it on shoes for the Marine Corps. 


Nedlin is not rubber, so it does not draw and 
blister the feet. 


Nedlin must not be stitched like rubber. 
Nedlin must be stitched like leather. 


Insist on getting NeGlin-soled shoes from your 
manufacturer. 


NeGlin helps sales, enhances styles, and builds 
business. 


We have prepared new advertisements for 
the use of dealers which we will gladly send 
you in plate form on request. ‘Space is left 
for your name in large type at the bottom. 


The Goodyear Tire & Rubber Company 
Akron, Ohio 





EMERSON & PENNINGTON 
DERRY. N. H. 
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Neolin 


Better than Leather 





Sandals made with Nedlin Soles are service- 
able, long wearing and damp proof, so far as 
the outer-soles are concerned. Style shown 
above, from the line of L. B. Evans Son Co., 
Wakefield, Mass. 
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HITTITE 


Use A Perfect Button Fastener 


The Heaton-Peninsular Button Fastener Company have 
perfected an inexpensive and practical Button Fastener 
Equipment suitable for use in stores of any size. 

No Button Attaching Machine cutting wire from a con- 
tinuous coil can make a satisfactory ‘“‘rust-proof”’ or finished 
fastener. 


Our Fasteners are a Finished Product 
attached by 
The Simplest Practical Button Fastener Machines Yet Devised 


Buttons of any size, shape, color or make attached quick- 
ly and perfectly with a finished fastener at every operation of 
the new machines. 

For detailed information 


ASK THE 


HEATON-PENINSULAR BUTTON FASTENER COMPANY 


GRAND RAPIDS, MICHIGAN 





uw 





TT 4 





The New Style Arctic Buckle «SURE-LOCK” operates just exactly the opposite from 
the old style. The Old Style Buckle goes UNDER the slotted plate. The New Style 
Buckle goes OVER the slotted plate and hooks down into it. 


The Advantages of the Sure-Lock Buckle: No projecting ends to catch. A wire bolt, giving it great strength. 
It locks under all conditions. Cannot be clogged with ice, sand or dirt. A positive motion to unlock it. 
Can be unlocked with gloves or without gloves. Not dependent on its spring to keep it locked. Does not 
require the fingernail to open it. Has a smooth surface. Keeps its alignment. Very neat in appearance. 
Simple in operation. Greater adjustment than any other shoe buckle. 


PSU 
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THE WORDS 


GOODYEAR 
WELT 


have a definite meaning in the minds of a constantly 
increasing number of shoe wearers. They mean a shoe 


that is perfectly smooth inside. They stand for 








COMFORT, STYLE AND DURABILITY 








Discriminating shoe wearers understand the interesting 
details of the manufacture of these shoes. There is in- 
disputable evidence that people want and are willing to 


pay for this high-grade type of footwear. 


Have you told your customers you had them? Many 


dealers have found it paid to do so. 








UNITED SHOE MACHINERY COMPANY 
BOSTON ’ . MASS. 








BOOT AND 





Gould-Lee & Webster Shoe Store 
Chairs by 


AMERICAN SEATING [COMPANY = aes sarin ir 


General Offices, 1016 Lytton Biulding, Chicago, Mlinois 


PERMANENT EXHIBITION ROOMS IN ALL PRINCIPAL CITIES 


SHOE RECORDER 


Rochester, N. Y. 
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The illustration shows 
an attractive shoe store equipped with 


Sanitary Opera Chairs 
the modern shoe store seating. 


Some of the advantages over settees 
and individual wooden legged chairs are 


Greater Seating Capacity 
(Chairs interlock) 
Greater Comfort 
(Spring, stuffed or full roll plain seat) 
Superior Designs 


Economy 


(Plain wood or upholstered opera chairs 
cost about one half price of correspond- 
ing wooden legged chairs) 


Indestructibility 


(Opera chairs guaranteed against break- 


Rigidity 
(Opera chairs have heavy metal uprights 
fastened to the floor) 











The Stitch 
that is sunk 
in the inner- 

sole means 

absolute 


foot comfort 





The Landers Felt- 
Lined Canvas In- 
nersole is in every 
way superior to an 
innersole of 
leather. 

No rough, uneven surface—no lumpy thread 
bunches to cause discomfort. The stitches are 
sunk in the felt and covered with a thin sock 
lining. 

The result is a sole of surpassing smoothness 
and comfort. 


Feature these inner soles in your shoes. It will 
pay you—many times over. 


The Landers Brothers Company 
Toledo - - - Ohio 











SERVICE | 





| QUALITY || || 














FOUR CARDINAL POINTS 


that make 


NORWICH FIXTURES 


The standard to go by 
Catalog No. 19 


now ready. Send for your copy 


The Norwich Nickel & Brass Co. 
NORWICH, CONN. 














NEW YORK en BOSTON 
712 Broadway 26 Kingston St. 
| FINISH _ || ||ADAPTABILITY 
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Our Sincere 


Wishes and Thanks 


If we could grasp you by the hand and 
extend our greetings to you personally, 


we would enjoy a deeper pleasure. 


This being impossible, we send in this 
way our sincerest wishes to all for a 


Happy and More Prosperous New Year. 


To our customers, sales force and all 
those instrumental in the rapid growth 
of our business, we extend our hearty 


thanks and appreciation. 


Diamond HhwzC- 


196 CHURCH STREET 
AT DUANE 


NEW YORK, N.Y. 


PITTSBURGH OFFICE, 302 Lyceum Bldg. 
PHILADELPHIA OFFICE, 406 Central Trust Bldg. 
CHICAGO OFFICE, Lees Bldg. 

DETROIT OFFICE, 213 Bowles Bldg. 
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Pure gum, extra thick suction soles. Packed 
in Cartons 


The standard shoe for all expert players. Extra heavy 
uppers without lacing hooks, thick soles with heavy reinforced 
foxing. The rubber used in the soles is of a special quality 
that clings to the floor, making the shoe a necessity for those 
who play the game. 


United States Rubber Company 
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Boots and Shoes 


The greater part of the country has been covered 
with snow the past two weeks, one storm following 
another, and the consequent retail demand for rub- 
ber footwear has been heavy. This call has been ac- 
companied, or followed, by a heavy demand on the 
jobbers, and there has developed a still further dimi- 
nution of wholesale stocks, to such extent that there 
is an absolute famine of some kinds of rubbers. Retail 
shoe merchants, in this emergency, are selling what 
they have, even if these are not exactly what their 
customers prefer. The mills, as a rule, are forwarding 
each day’s output as fast as freight cars can be ob- 
tained, but the congestion of holiday traffic, and the 
difficulties of railroading over snow-covered roadbeds 
is delaying deliveries. Many jobbers are refusing 
orders because of inability to fill them, but most of 
these houses have some goods which could be substi- 
tuted were retailers willing to accept them. 

Much interest is manifested in the new price lists 


which are expected to appear next week. Every sign 


points to higher prices, though how much the ad- 
vances will be is a question on which opinions vary. 
We hope to be able to give our readers full informa- 
tion in next week’s ““Boot and Shoe Recorder.” 


Tennis Lines 


Will the new year bring another advance in tennis 
prices? This is a question which is agitating the trade. 
With the wholesale houses the question is not of in- 
stant importance, as they have ordered so largely 
that they need worry little until late in the season. 
With the retail shoe merchant, however, it may be 
different, especially if he has not yet placed his order 
for Spring delivery. 

Soles and Heels 


The making of soles and heels goes on, limited only 
to the capacity of the factories. Every day finds ad- 
ditional reports of manufacturers adding lines of 
shoes so bottomed. The present leather prices have 
been powerful in assuring shoe manufacturers and 
wearers of the advantages of rubber and fibre soles, 
and as a consequence some of the leading manufac- 
turers find themselves swamped with orders. 


Crude Rubber 


The London market closed down for two days .at 
Christmas, and opened Wednesday somewhat lower 
both for Brazilians and plantations. New York prices 
naturally followed, and nearly all varieties show a 
decline of two cents or more, with the exception of 
Centrals and Mexicans, which, because of their scar- 
city, have advanced. Little business has been done 
during the week, but the following are asking spot 


prices. 
We quote: Upriver fine, 79c.; island fine, 71c.; up- 
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The Rubber Realm ¢ ¢ + 


river coarse, 52c.; island coarse, 32c. caucho ball, 
54c. for upper, 52c. for lower; cameta, 35c.; centrals 
and Mexicans, 48 to 50c; red massai, 56c.; guayule, 
44c.; first latex pale crepe, 76c.; smoked sheet, 76c. 


Scrap Rubber 


Business has been quiet during the week, but prices 
have held firmly. Collectors are not free sellers, be- 
lieving that with the new year the demand will be 
such that higher prices will be obtainable. Dealers 
argue, however, that the present severe weather will 
prove the unworthiness of thousands of pairs of held- 
over rubbers, and that supplies will undoubtedly be 
more plentiful within a few weeks. Prices hold about 
equal in all the principal markets. Dealers are pay- 
ing from 94 to 9%c. for scrap shoes, and 7} to 73 for 
close-trimmed arctics. These are prices received by 
collectors, who must buy at sufficient discount from 
these figures to allow profit, after paying the expenses 
of collecting, sorting and packing. 


Rubber Notes 

Charles A. Coe, Eastern selling agent of the United 
States Rubber Co., returned to this city last Saturday 
from a brief Western trip. 

The demand for tan rubbers is greater than the 
supply. One jobbing house, which had a stock of 150 
cases two weeks ago, report having sold the last pair 
on orders received immediately after the first storm 
in this section. 

The Federal Manufacturing Rubber Co. has re- 
cently added new buildings and equipment to its 
plant, which will enable it to double its annual output 
of fibre soles and factory rubber heels. This, it is 
claimed, will enable the company to assure prompt 
deliveries. 

The rubber shoe manufacturing plant in St. Louis, 
once occupied by the Banner Rubber Co., is reported 
to have been taken by the Post Fire & Rubber Co.-of 
New York City, and will soon be turning out auto- 
mobile tires. As we understand it is now equipped 
for turning out about 5000 pairs of rubber shoes daily, 
it is possible that the new occupants may decide to 
enter this field of activity. 

Firestone Company Will Make Footwear 

As stated on this page a few weeks ago, the Fire- 
stone Tire and Rubber Co. will add to its products 
the manufacture of rubber footwear, and also fibre 
and rubber soles and heels for the manufacturing 
trade. S. S. Patrick, formerly with the Beacon Falls 
(Conn.) Rubber Shoe Co., is manager of footwear 
sales. Harry D. Hamilton, formerly with John D. 
Parker Co., Malden, acts as footwear sales repre- 
sentative. P. D. Hammond is superintendent of the 
footwear factory, which is already making men’s 
heavy steam-cured footwear, and rubber soles and 
heels. 
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All the Girls and all the Boys in Hagerstown 
wish all the Girls and all the Boys in your 
town a most prosperous and happy New 


Y ear! 
Hagerstown Shoe & Legging Co. 


Hagerstown, Maryland 
U.S.A. 
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4 Store Space 


y Most Practical 
s and Successful 


. ) 
fail Wid i Y 
are a A SA 


ONE OF OUR 
IN-STOCK LEADERS 





= rangement 
Ever Planned 


Write for Catalog 
The C. F. Streit Mfg. Co. 
1047 Kenner Street 


CINCINNATI, O 


Style No. 207—Wood- 
row Last. A snappy 
style, very popular, one 
that will satisfy the 
‘**hard-to-please’’ cus- 
tomer. Gun Metal Bal. 
S. S. Mat Kid Top. 
1 inch Heel. Widths 
D, E 


<. Oe 
Price $3.00 


THE COPYRIGHTED 


“Shoe and Leather Lexicon’’ 
AND 


“Shoe Fitting”’ 


Are two standard authorities, recognized as such 

throughout the shoe trade because of the painstaking care 
4 and accuracy of detail with which they are written and 
compiled. 

Sharply trimmed down to essentials, not a word wasted, 
they present in compact form information of the most 
useful sort for any one whose business it is to “ know 

5 shoes,” and to sell them. 
ee — = ~<A Fe oat Department of — 
Manufacturers oot an ro ecorder.’ be in cents per copy; tares 
copies for $1.00 (mixed order if desired) postpaid. Please 
Condon Br Os. Co., Brockton, Mass. send cash or check with order, or stamps for less than a 


dollar. 
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Repeat Saleso/Work Shoes @ 


AKE every one of your work shoe customers come back 
and say, “It’s the best work shoe I ever bought—I want P 
another pair just like them”. You can do it by selling a box of 
“The Tanners’ Own Dressing” with every pair. A mixture of pure 
animal grease that nourishes and protects the leather, keeps it soft 
and pliable, and sheds water. 


PAY sno DRESSING 


The Tanner's OwnDressing 













25c size . . $2.00 per doz. $22.00 . .. . per gross 
10c size... .85 - itieace 7 ™ 
Sample size .40 “ SE lar 
$4.00 order—1 dozen 25c, 2 dozen 10c, 1 dozen sample 
Display stand with 2 dozen 10c or 1 dozen 25c cans 










Recommended and sold by leading manufacturers of 
Heavy Shoes and Shoe Findings, and Harness Jobbers 


PFISTER& VOGEL LEATHER CO. 


MILWAUKEE: : - WISCONSIN 





Now is a better time than later to 
put the H & F Shoe for Men in 
stock. The earlier it is done, the 
longer you'll enjoy all the benefits 
that are sure to accrue. 


“EVERYTHING NEW THAT’S GOOD”—ALWAYS 


Howard & Foster Company 


Makers of Men’s Shoes for Particular Purchasers 


Brockton, Mass. 
BOSTON OFFICE, 134 Summer Street 
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ews your plans RIGHT NOW to be at the New Gibson, Cincinnati, on January 


8, 9 and 10. 


Don’t put it off another minute because you just can’t afford to 


miss the Sixth Annual Convention of the National Shoe Retailers’ Association. 


Take it from Jimmie Orr, the genial 
General Manager of the whole affair, it is 
going to be the biggest, livest, most en- 
thusiastic and most important convention 
ever known in the shoe industry. 

And Entertainment! Gee whiz! those 
Cincinnati boys are planning to just about 
turn the old town topsy-turvy for our 


benefit. Mayor Puchta himself will greet 
us at the opening session and will be Toast- 
master at the big complimentary banquet 
Tuesday evening in the Ball Room of the 
New Gibson. Some class, what? Beefsteak 
dinner on Monday night and a special, in 
fact very special, “surprise’’ (some of Joe 
Pietzuch’s fine work) on Wednesday night. 


Nothing But Timely Topics 


Monday will be occupied with the transaction of much im- 
portant business including action to be taken on the new Con- 
stitution and By-Laws. Tuesday and the greater part of Wed- 
nesday will be devoted to addresses and discussions on timely 
trade topics. For one thing we’re going to dig into the perplex- 
ing leather situation from every angle, aided and abetted by 
such good talkers as President John S. Kent of the National 
Boot and Shoe Manufacturers’ Association, John O’Connor of 
Chicago, H. B. Scates, of Boston, and well posted men from 
the leather and allied interests. Then we are going to hear and 
say something about the possibilities in materials other than 


leather for shoes. Dr. A. J. Hart of New York will lead this dis- 
cussion and other well-posted shoemen will help to ferret out 
the facts. 

These late deliveries (and non-deliveries) that we have been 
getting from some of our shoe manufacturing friends will also 
be placed on the griddle for a turn or two. Every important 
oases of retail shoe merchandising will be discussed by well- 

nown and well informed men of our craft. Not a single un- 
profitable moment from morning till night. In fact, if you don’t 
say afterward that your trip to Cincinnati is one of the best busi- 
ness investments you have ever made, we miss our guess. 


Don’t Forget the Ladies 


General Manager Orr has appointed a special committee of “shoe ladies” to receive and entertain visiting ladies. 


So don’t 


be stingy and try to make this a “‘stag”’ affair. Bring the ladies, we want them. 


Send Your Banquet Reservation Today 


to James P. Orr, Potter Shoe Co., Cincinati. Remember, this 
banquet is complimentary and the expense is borne by the Cin- 
cinnati shoe manufacturers. Mr. Orr must know at once how 
many to provide for. 


Netonal Seve Ketader 


Mer rat 





A. G. McGOWIN, Pres. War 
A. H. GEUTING, Sec. 


Another thought, Write or wire for your hotel reservations 
at once. Don’t take a chance or you may have to take a coton 
the roof. And when you arrive, visit the Registration booth 
the first thing. Register early and avoid the"rush. As a parting 
thought, don’t forget the ladies. 


Myocalin 


Headquarters, Widener Building, Philadelphia 
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“STYLE SHOES FOR POLAW'’O SEVENTY (70) STYLES 
STOUT WOMEN” ones tn IN STOCK 
Sizes 21-2 to 12 | y Widths AAA to EEE | 


To make 1917 a 1 NOur Year for Yourself and a Happy New 
Year for your stout customers, carry the “Aunt Polly ’’ line. 


AA 


B88—SURPASS KID, Circular Vamp and maee--Sungene 4 fa fox lace, 7 inch top, B70—GLAZED KID, Cloth Top, Circular 

rane Fine Black Cloth Top, Lace, 14-8 Heel, plain toe, pti Broadway last, Foned. a Plain Toe, 11-8 Heel McKay. 
w Dress Last, Goodyeu Welt. 2% tol, ** Out Size” an “77 standard foot measure- 2 to ll, EEE widths. (Not 

rR Width. 2% to » EEE wiack” (Not ments, a shoe Of dignity and character, Good- 246 et Ez Pith). 

carried in E Sen). year welt. 2%to9. AAtoE widths. 




















The full line will be displayed at the Rochester Style Show (Room 504), D. D. Oster in charge 
SOLID LEATHER COUNTERS — SOLID LEATHER BOX TOES 


W. B. COON CO., Exclusive Manufacturers ROCHESTER, N. Y. 


Chicago: A. J. Bates Co., 328 W. Monroe St., covering Illinois, lowa and Wisconsin. 




















The Famous 


pe 


ShO0C or MEM 


MEN STOP MEN LOOK MEN BUY 
WEBER BROS’. SHOES 


ONE REASON IS THE STYLE---ANOTHER REASON, THE REAL VALUE THE SHOES REPRESENT 


BUYERS IN THE DIFFERENT MARKETS DURING 
JANUARY— LOOK THIS LINE OVER ! ! ! 


MEN’S GOODYEAR WELTS . - $2.25 to $3.50 


WEBER BROS. SHOE CO. “™yQH* 


BOSTON OFFICE NEW YORK OFFICE KANSAS CITY. MISSOURI, OFFICE 
183 Essex Street, Room No. 305 436 Marbridge Building, 1328 Broadway 429 Ridge Building 


TTT LLL Tl 
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most interestin line of 
women hi h-gra e [AeKays 
for those who seek distinctive 
styles and maximum fitting 
quality. 























Dec. 30, 1916 











Dec. 30, 1916 


- & + 





“THE GREAT NATIONAL SHOE WEEKLY” 55 


In Centers of Shoe Manufacture « +# ¢ 


MARKETS—STYLE DEVELOPMENTS—NEWS 


ST. LOUIS 


Highlights of Conditions 


The Christmas holidays trade in the retail shoe stores and 
departments was a revelation to the managements in that its 
volume, which might have been expected to show some falling 
off from the high records of the seasonable trade of the Fall 
season was fully as high as at any time since the new season 
began. 

Factory activity is greater than at any time within the re- 
membrance of man at this season of the year and the shut 
downs for the holiday period, which usually were of con- 
siderable duration, will be minimized to the greatest extent 
possible, because of the need for turning out the goods 
on the orders which have already been received and which are 
being backed up by the reports and order slips from the sales- 
men who have about finished their trips preliminary to their 
mid-season visit to headquarters for the late Winter, early Spring 
and advance Fall style samples. Shipments are being pushed 
out at a remarkable rate by all the houses and December prom- 
ises to show the greatest volume of any month in the history of 
the market, according to the present indications. 


Employees Benefits Summarized 


The Christmas spirit pervaded the wholesale and manu- 
facturing shoe market during the past week with the result that 
bonuses, Christmas gifts, advances in wages, shortening of hours, 
etc., were numerously announced. The shoe departments of the 
big department stores, particularly the Grand Leader, the 
Famous-Barr and the Scruggs-Vandersvoort-Barney establish- 
ments received cash gifts in varying amounts, but all liberal, 
while better working conditions were announced in some in- 
stances. The last-named establishment announced that hence- 
forth 5 o’clock closing would be the permanent rule, the hours 
of the help running from 8.30 a.m. to 5 p.m., with one-half hour 
off for lunch, making the day an eight hour day with early re- 
lease for evening enjoyment. In the wholesale and manufactur- 
ing establishments the Brown Shoe Company, which recently 
had a profit sharing division for its executives of various ranks 
also announced a cash payment for Christmas for every employee 
of the company, except those already rewarded. The plan varies 
in detail between the city and country factories and is propor- 
tioned according to the work the employee is doing. About 
6,000 employes are benefited and the distribution will amount 
to about $140,000. The company recently reduced the hours of 
work from 10 to 9 per day. The McElroy-Sloan Shoe Company 
made all its employees a Christmas gift based on 12 days’ pay for 
each one who had worked a full year for the company and a 
proportionate amount for those who had worked a shorter period 
for the company. The International Shoe Company announced 
a distribution of approximately $125,000 cash to be made Janu- 
ary 2, while in addition the employes of the city factories will 
receive a weekly bonus during the continuance of the present 
high cost of living conditions. Similar announcements were 
made by a number of other concerns, but without details. The 
distributions in shoe and other classes of industry in St. Louis 
will mount high into the millions. 


Death of F. M. Weber 


Frederick M. Weber, the oldest retail shoe merchant in St. 
Louis, died suddenly at his home last week at the age of 77. He 
had remarked on rising from the dinner table that he never felt 
better, but at 10 o’clock that evening he was dead of a hemor- 
rhage whose cause could not be determined. He began business 


in St. Louis in 1867 and during his business career operated 
three stores, all being in successful condition at the time of his 
death. He leaves four sons, all in the shoe business, two daugh- 
ters and a widow. 


Girls’ College Shine Parlor 


Another uplift in one of the accessory divisions of the shoe 
game has come. The girls of Lindenwood College, situated in 
St. Charles, near St. Louis, have determined to raise a fund for 
a co-operative loan plan in behalf of students needing help, and 
included among the methods which they have adopted to ob- 
tain the fund is the now elevated task of shining shoes—at a 
price, of course, and perhaps with the expectation of having the 
price increased by advantageous tips. One girl has established 
a bootblack stand at which she officiates from 4 to 6 p.m. daily. 


New Keith Building Under Way 


Excavation work has been commenced on the new building 
to be occupied at 1521-23 Washington Avenue, by Geo. E. Keith 
Co., lessee. The structure will be 37 ft. by 131 ft. 9 inches and 
four stories high, but built to carry four additional stories as 
space may be needed. The building will be a concrete and frame 
structure with granitoid, cement and wood floors, enclosed with 
masonry walls and trimmed in stone and terra cotta. It will be 
equipped with all the modern facilities of a wholesale building 
and will be occupied by the central western distributing plant of 
the Geo. E. Keith Co., which has been located heretofore at 1117 
Locust Street. President Keith was in St. Louis recently and his 
visit determined him to make the lease instead of removing the 
distributing plant to Chicago, as had been urged by representa- 
tives of that city. The new location of the Keith company is 
in the very heart of the wholesale district of St. Louis. 


Style Pageant Feb. 14-21 


In the Pageant of Styles, which will be put on at Moolah 
Temple by the wholesale interests of the city during the week of 
February 14 to 21, the heart of the market buying season, the 
shoe houses will have a conspicuous part, for the display of styl- 
ish costumes of St. Louis origin will be accompanied by all the 
necessary accessories, including the proper footwear, a plan 
which will enable the showing of the advance which has been 
made by the specialty manufacturers and manufacturing de- 
partments in the past five years. To give the affairs official tone 
a proclamation is to be issued by the mayor of the city inviting 
merchants from all parts of the country to St. Louis on the oc- 
casion of the Pageant. 

The plans for the coming convention of the National Associa- 
tion of Shoe Travelers which is to be held at the Planters’ Hotel, 
in St. Louis, January 3, 4 and 5, have been perfected by the St. 
Louis Shoe Travelers’ Association. Aside from the accredited 
members and delegates all present and prospective members are 
being urged to attend, while special invitations have been ex- 
tended to manufacturers and buyers for retail stores to be on 
hand. Style shows which are to be put on as well as the program 
of addresses are expected to make the meeting the most important 
from every view point as well as the largest that has ever been 
held. 

To Make Women’s McKays 


The John Meier Company, manufacturers of men’s shoes, is 
preparing to manufacture a line for women’s wear, and a part 
of the company’s factory at Fourth and Morgan Streets, in St, 
Louis, has been equipped for the purpose. High grade McKays 
are to be the output of the plant, which will be ready for the 
Spring trade. 
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BROWN CORDOVAN #8 MAZDA LAST 
STOCK No. 120R - $6.00 


THERE ARE JUST TWO 
THINGS YOU SHOULD KNOW 
ABOUT THESE TWO SHOES. 


1---They are the two best buys 
in the shoe market. 


2-—You can get any order of 
any size filléd and shipped 
the same day it redches our 
factory. 


Number 120 is just the kind of 
shoe you’re proud to handle--deep, 
rich shade of brown cordovan-- 
vamp and tip, punched and pinked 
and a last model that is distinctive 
of the better grades. It’s a shoe 
to retail from $8.00---$10.00 and 
well worth the money. 


For those men who prefer calf to 
cordovan Number 118 will hit 
them Just Wright. The cocoa 
brown leather is very distinctive 


and the Myopia last is a beauty. COCOA BROWN 


for 


IMMEDIATE 
SHIPMENT 


These two shoes are 
absolutely the best buy 
in the shoe market to-day. 


A Brown Cordovan Bal - $6.00 
A Cocoa Brown Bal - -_ 5.25 





MYOPIA LAST 


You know how leather prices are STOCK NO. 118R  - $5.25 


rising so order today. 


P. S. Be Sure to Quote “R” in Ordering---It Means “RUSH” 


kK. T. Wright & Company, Ine. 


Rockland, Mass. 





ir 
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CINCINNATI 


Retail Demand Reviewed 


The retail demand for shoes during the present month has 
exceeded that of a year ago by a considerable margin, according 
to a number of prominent local shoe stores and shoe depart- 
ments. Shoes, coming under the head of necessities, have been 
favored with a degree of buying activity that has not been so 
apparent in those lines classed as luxuries. The four months 
period just closing has been one of the largest in volume of 
business, that the local shoe stores have had. The local shoe 
merchants point with some pride to the record they have made, 
the claim being that there has been not only a gain made in 
number of pairs sold, but necessarily a big gain made in dollars 
and cents volume, due to increased prices which shoes are 
bringing over a year ago. Most of the shoe stores claim that 
they have sold up to their stocks to such an extent that the 
usual clearance sales scheduled for January will not be as 
attractive in offerings to the consumer this next month as has 
been the case heretofore. 


Important Clearance Conferences 


The subject of clearance sales has been the chief line of dis- 
cussion at the recent meetings of the Cincinnati shoe selling 
group. According to what has been said at these meetings, 
the managers of the local shoe stores and departments are 
endeavoring to get away from the idea of having to have “‘sales,”’ 
in order to reduce their stocks. They realize that holding a 
sale is to a great extent a confession of inefficiency on the part 
of both the buyer and the seller. According to the statement 
of one prominent merchant, no shoe store or department in the 
city should have any excuse for holding a sale at the usual 
time this season, which is as a rule during January. He says, 
“Conditions are better than they have ever been. The lines 
and styles in which we are best stocked are as a rule staple. 
While a number of stores in the city might have complained 
about the slow movement of their heavy Winter goods, due to 
good weather up to the first of December, they still have plenty 
of time. The Winter weather is now in full sway, and this 
means more heavy footwear to be sold by us. However in 
case the dull season does catch us with an extraordinary amount 
of Winter goods on hand, I figure that it will be worth the time 
and trouble to carry my stock over until next year, in view of the 
fact that shoes are going to be still higher in price. Our only 
drawback in coming to an agreement at the meetings of our 
group is the fact that the shoe departments of the depart- 
ment stores are under the jurisdiction of the store management 
concerning clearance sales. This is why we have not reached 
a definite decision.” 


Memorial to L. J. Rehbun 


Memorial resolutions on the death of the late L. J. Rehbun 
are being drafted by a special committee, which was appointed 
by E. K. Woodrow, the new president of the Shoe and Leather 
Club. The committee consists of George Mohr, chairman; 
Richard Gordon, and B. C. Bowen. After the resolutions 
have been completed, same are to be engrossed and presented 
to the family of the deceased. 


“Short Skirts”? Again 


George Schott, prominent in the shoe trade of this city stated 
last week that the cause for the high price of ladies’ shoes is 
partly due to the fact that the skirts are so short. If this is 
true there is no apparent indication that shoes in and around 
Cincinnati will fall in price. 


A New Cloth Auto Boot 


The Potter Shoe store put on display, as an article for the 
holiday season, a new novelty which they called the Auto Boot. 
It was very fancy, and was made entirely of cloth with the 
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exception of the leather sole. Thick padding ensured warmth 
and as displayed it looked somewhat like a high top bedroom 
slipper with a lot of style put into it. 


Shoe and Leather Club Dines 


The Shoe and Leather Club, held its Trade Dinner at the 
Gibson Hotel December 28th. Speakers for the occasion were: 
Frank Helmers, toastmaster, John L. Schuff, Hon. George 
Puchta, and W. A. Julian. 


Insurance Organizer a Visitor 


Henry F. Hagemann, secretary-treasurer of the recently 
organized Mutual Fire Insurance Company paid a visit to the 
city last week. Mr. Hagemann states that the company is now 
incorporated and everything is in line to go ahead with the 
solicitation end. This company is in connection with the 
Ohio Retail Shoe Dealers’ Association. The shoemen of the 
State have been anxious ever since the formation of the State 
Association to organize a Mutual Fire Insurance Company, 
owing principally to the fact that the fire loss risk on shoe stock 
is much smaller than any line or class of merchandise, but the 
rate has been practically the same as on other more hazardous 
risks. . 

Helping Alien Employees 


A unique addition to the ranks of Goodyear societies in 
Akron, Ohio, is the Cosmopolitan Club. Its purpose is the pro- 
motion of good-fellowship and better understanding among 
the alien born employees of the company. More than twenty 
different nationalities of Goodyear workmen are represented 
in the new club. 


Wholesaler’s President Re-Elected 


At the annual meeting of the Wholesale Shoe Dealers’ Associa- 
tion at the Business Men’s Club Joseph Durrell was re-elected 
President. Mr. Durrell will spend the Winter in California 
but will take up his duties as President on his return. 

Joe Norton, manager United States Rubber Company, 
was elected Vice President, and Charles Longini, of Mann & 
Longini, Secretary and Treasurer. 


WESTERN NOTES 


Skates for Shoe Stores 


Manager Orth, of F. E. Foster Shoe Co., Chicago retail 
merchants, is more than convinced of the possibilities of carrying 
such accessories as skates as well as hosiery, buckles, ornaments, 
etc. 


Since the demand for skating shoes has been so great they have 
recently installed a skate department and will sell skates as high 
as $25.00. 

Daylight Saving and Shoemaking 


The plant of the A. M. Legg Shoe Co., of Pontiac, IIl., is 
carrying out the daylight conservation plan. The employees go 
to work at 6.30 each morning, have a half hour for noonday lunch 
and complete their labor at 4 o’clock. They have also made ar- 
rangements with the Public Service Co. for the operation of their 
plant with electric power from that company’s lines. By start- 
ing work at an earlier hour of the day and stopping at night be- 
fore the lighting load on the Public Service Company’s lines get 
heavy the shoe company gets cheaper service than they are 
able to generate themselves and much more satisfactory. 


A New Tannery Plant 


With the completion of a new addition to the plant, the Mich- 
igan Tanning & Extract Co., of Well, Mich., will start the tan- 
ning of hides as an additional line of work to be done here. A 
new addition which has been under construction during the 
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1917 


DURING THIS—THE MOST CRITICAL 
YEAR EVER ANTICIPATED BY THE 
SHOE INDUSTRY—THE PRESENCE 
OF MOUSAM “HORN FIBRE’? COUN- 
TERS IN THE SHOES YOU SELL 
IS A GUARANTEE OF COUNTER 
QUALITY MAINTAINED. 





‘“‘ Better be sure of the hidden places.” 


First with the Idea 
First in Quality 
First in Guaranteed Service 





MOUSAM COUNTER COMPANY 


121 Beach Street, Boston, Mass. 


AGENCIES: 
WILKINSON & REGER FAIRE BROS. CO. Ltd. JOHN C. RUPPCO. 
Philadelphia, Pa. Leicester, England Cincinnati, Ohio 


ULLATHORNE, HARTRIDGE & CO., Ltd. WILLIAM LINKLATER 
Melbourne, for Australasia Montreal, Canada 
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Summer will be ready in about ten days and then the new line 
of work will be started. 

F. M. Shaw, superintendent of the plant, states that they will 
tan about 600 sides, 300 hides, a day to start and this output will 
be increased within a short time. 


Sport Shoe Plant Expands 


The Schmelzer Arms Company of Kansas City, which does 
a large business in shoes for sporting use, is now constructing an 
additional building adjoining its already large structure immedi- 
ately on the South. The new addition will give the company an 
additional floor space of 17,500 square feet and will allow greater 
space for its shoe departments. 


New Store in Cleveland 


Some time in January the Wolfram Footwear Co. will open a 
new shoe shop in a room adjacent to the Stillman theatre in the 
Hotel Statler annex, Cleveland, Ohio. This new company was 
incorporated for $50,000. Among the incorporators are C. A. 
Wolfram, formerly of Pocock & Wolfram, and Attorney Joseph 


PHILADELPHIA 


Winding Up the Year 


The showing made during the year past has been a good one. 
The retail people have had their problems, probably more in 
number and more pressing for solution than has been true for 
many seasons, but the actual situation has not been without its 
compensations. Business has been good. The average grade 
of shoes sold in all stores has been generally high, which means 
that profits have made a creditable showing. On a rising market 
which has prevailed through the year, the retail merchant has 
frequently been able to make a larger profit on his goods than 
he originally anticipated, because the values of his stocks have 
been enhanced by market conditions, and this has been done 
without injustice to the purchaser. 

For the most part stocks for the present time are in good shape. 
There is not an overplus of shoes on the shelves of retail stores, 
yet the pronounced scarcity of the early days of the Fall season 
does not exist to so great an extent at the present time. 


Just how the uncertain features of price and shortage of ma- 
terials may affect conditions through the Spring and Summer, 
and just what measures will be taken for overcoming this short- 
age cannot be foretold at this time, but the retail people realize 
that they will always have shoes to sell, and that there will be 
buyers for the shoes that they offer, and therefore they feel that 
the New Year will bring them a continuance of the present 
prosperity. 

Good Findings Trade 


In speaking of conditions last week a member of one of the 
leading findings and shoe supply houses of the city said that al- 
though they were very near the holidays, business has been 
very good.in general lines. Ordinarily there is a tendency on the 
part of buyers to hold off around the holiday period and until 
after the first of the year, but probably the combination of 
cold weather and snow and the holiday business that may take 
the form of overgaiters and the like, has counteracted this ten- 
dency and orders have been coming in to the house in unusual 
number and volume. Immediately after the first of the year 
shipment of Spring goods will begin, it was stated, and this, with 
activity in present lines, is calculated to keep the trade pretty 
busy for a good while to come. There is of course some shortage 
in goods for immediate demand, but orders are being taken care 
of and goods are shipped with as much completeness as possible. 


Some Pretty Good Business 


It is a rather odd thing, one of the officers of the Coulter 
Manufacturing Company said a few days ago, that the year 
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just closing has been the biggest year in point of business ex- 
perienced by them. This, although the export business of the 
company has been practically stopped by conditions abroad 
and the Coulter holder sales confined almost entirely to the 
domestic market, yet the business has been expanded consider- 
ably and is still being increased. Despite the increased cost of 
metal, the selling price of the Coulter, Jr. has been maintained 
at its previous figure. Some advances have been necessary in the 
cost of the heavier holder, the Coulter, Sr., but these are ap- 
parently insignificant. They are looking forward to an equally 
good showing for 1917. 


Quiet for the Holidays 


Just at the present time, Mr. Meany of J. I. Meany & Co., 
said a few days ago, business is rather quiet. Most merchants 
have been well supplied with shoes for immediate needs and 
they do not look for any great increase in their activities until 
after the first of the year when the shipment of Spring goods will 


| LYNN 


Style and Low Cuts 


What of style in 1917? Trade policies may be established by 
manufacturers in convention in New York, or by buyers in 
conference in the Boston market. But the issue of style will 
be fought out in every shoe store in the country. 

Will there be more styles in 1917? Fashion says yes. Fashion 
calls for an amazing number of new styles in shoes, to fit the 
many new activities of women. Supply of leather urges shoe 
men to limit the number of their styles, to conserve leather, and 
to keep down manufacturing expense. This limiting of styles 
may become a most important feature of the economy of the 
shoe trade in 1917. 

Will low cuts sell in 1917? Fashion says yes. The vogue of 
short skirts continues popular. But Lynn pattern makers are 
producing more patterns for oxfords and plain pumps than for a 
long time. And it may be that scarcity of leather, combined 
with new whims of fashion, will be factors in big low cut sales 
in 1917. 

Will sport shoes sell in 1917? Fashion, as well as new customs 
of people, says yes. People find more time to play, and so 
require sport shoes all the time. The Palm Beach boom will be 
an indication of the coming styles. 


Lasts, Patterns and Materials 


Will white shoes sell in 1917? It’s hardly necessary to ask the 
question. White shoes already are selling to beat the band. 

Are heels to be higher? Well, a Lynn last maker says his best 
selling last for 1917 has a recede toe, a high arch, and an 18-8 
heel. That’s height enough. He also adds that he is making 
last with 8-8 heels for sport shoes, and with 12-8 heels for walk- 
ing boots. 

Are tops to be of cloth, or leather? A shoeman says cloth. 
A tanner says there’s nothing like leather. In these, as well 
as in various other matters, merchants will make the choice, 
and obey the impulse they feel in the stores in which they serve 
their customers. 

One resolution of Lynn manufacturers is that they will not 
say what is the style in 1917. They will leave it to the buyers 
to say what is the style, and they will make shoes accordingly. 


Pigment Painted Leather 


It is now no secret that tanners have met the shortage in 
dyestuffs brought about by the war through the use of vege- 
table dyes and pigment paints. Vegetable dyes are the dyes 
made from roots, barks and leaves. They were commonly 
used before aniline dyes came in to use. But pigment paints 
are new. Pigments are colors, usually in powder form, that 
are made from vegetable, mineral or animal materials. They 
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FAITHFUL TO A QUALITY STANDARD 








If you should take and feel an AZTEC calf skin, you would 
see for yourself the desirable qualities that we have been 
explaining to you in cold ink for years. 


You would feel a mellow, pliable skin that instinctively 
you would recognize as possessing the qualities that make 


good shoes. 


You would see for yourself the advantage of a vegetable 
tannage, in which time plays the most important part— 


You would realize that this leather doesn’t chip on the 
top surfaces—that the natural pores of the skin are open, 
making it a cool, summer-wearing, ventilating leather that 
holds a brilliant polish. 


AZTEC CALF is made in a wide variety of weights and 
grades—suitable for medium and high-priced shoes. 


Feel this leather in your shoes. 


A. F. GALLUN & SON 


MILWAUKEE, WIS. 
H. A. ELY, Manager - 11 East Street, Boston, Mass. 

















Dec. 30, 1916 


are made up into a paste, and the paste is spread on the leather, 
with a brush, or a sponge, by hand. 


Plated Leather 


Few buyers of shoes, even among shoe merchants, realize that 
a great deal of the leather in their shoes is plated. There is no 
mystery about the purpose of the process of plating leather. 
The purpose is to make the leathcr look better, and wear longer, 
a circumstance that the shoe merchant should bear in mind for 
various reasons. The practise is to press down the grain of the 
leather under a warm, smooth surface plate exerting tons of 
pressure on the leather. 

If a buyer of shoes wants to know in detail about the plating 
of leather, he will be welcomed at any of the shops that make a 
specialty of plating leather, and shown the process completely. 
If he cannot visit a shop, he may put on a pair of shoes made of 
plated leather, and observed how firm and enduring the finish, 
as well as the substance of this leather. 

When the plating of leather was begun, it was done on inferior 
leather to improve its appearance. But as the platers mastered 
their art they began to plate good leather, to increase its dura- 
bility, as well as to improve its appearance. 


No Use Bluffing 


Lynn will make no reports on the number of shoes, nor the 
value of the shoes, that it made in 1917, because nobody knows, 
and nobody in Lynn undertakes to learn. Neither The Chamber 
of Commerce, nor any other organization, or person, tries to 
count the shipments of cases of shoes and even if they did, 
nobody would know whether there were dollars goods or ten 
dollar millinery boots inside. 


Paid a Bonus 


A. C. Lewis Co., Lynn, paid a bonus of five per cent of wages 
to its employees the day before Christmas. 


Sole Specialists 


Donn D. Sargent Co., Salem are sole specialists, and their sole 
specialty is shoes with ivory white soles. The sole shoes they 
make are shoes with ivory white soles, and they are said to be 
the sole firm in the country to make shoes with such soles solely. 


A Canadian Walking Last 


A Lynn last maker is producing lasts that look odd to Lynners 
for they have an opera toe, and an inch heel, They are used for 
making walking boots for Canadian women. 


To Increase Output 


Rice & Hutchins, Inc. wish to make more Educator shoes for 
children, and are considering a plan for enlarging their factory 
at Marblehead. 

Ten Per Cent Bonus 


Creese & Cook Co. tanners of calf leather, Danvers, paid a 
bonus of ten per cent of wages to employees Saturday. 


NEW YORK CITY 


In The Retail Field 


At this date retail shoe merchants are more generally in- 
terested in their accomplishments for the year that is now closing 
and for their plans for that, which will open with the coming 
week, than in matters of immediate business. Shoe buying 
at the present time is chiefly confined to the purchase of absolute 
necessities, a condition that the retail trade has come to expect 
at this time. 

In going over the business of the past year, retail men as a 
whole are inclined to feel that the year has been a successful one. 
Shortage of goods, uncertainty of market conditions, rapid 
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changes and advances in prices and variation in style have 
supplied problems that have called for considerable adroitness 
on the part of the shoe merchant, but the showing for the year 
despite these conditions has on the whole been satisfactory, and 
retail men have made good though reasonable net profits. 

The survey for the future, as representative retail men have 
made it, shows no immediate prospect of more settled conditions 
so far as merchandise and supply is concerned, nor does there 
seem any reason to believe that there will be any decrease 
in the volume of business done. While style is and will con- 
tinue to be a very important factor they feel the matter of value 
must be considered and that of keeping prices to a point that 
is within reason. With a known shortage of upper leather 
stocks and with this point held in view, it is reasonable to sup- 
pose, they maintain, that there will be a larger proportion of 
materials other than leather used in footwear, and these goods 
are showing in sample lines and in advanced orders. It is 
quite possible that a pronouncement along these lines will be 
made by the joint conference committee of the New York 
Association of Retailers and Manufacturers after their meeting 
in this city in the early part of next month. 


Making Army Shoes 


The announcement is made by Rosenwasser Bros. that they 
are preparing to supply the trade with men’s shoes made upon 
the model and Munson last adopted by the United States army. 
While the shoe is only being put before the trade now, its manu- 
facture is in no sense an experiment of the house, since they 
have made over 600,000 pairs of them and are of course familiar 
with the details of construction. 


A Successful Year 


In making a survey of the business for the closing year, one of 
the people of the Griffin Manufacturing Company said last 
week, that they have completed the greatest year in point of 
business since the establishment of the company in 1890. Not 
only was the business increased substantially, but the house has 
done a great deal of introductory work so that the coming year 
promises to be even bigger than the year just closed. They 
have also established agencies in Canada and on the Pacific 
coast; and the prospect is that for 1917 agencies will be estab- 
lished in many new sections of the United States, where branches 
would result in better service to the trade. 


Shoe Heights Stabilized 


While there is very little immediate activity on account of the 
holidays, Mr. Creske of the T. R. Emerson Shoe Company said 
a few days ago, they are very well satisfied not alone with the 
business that has been done for the present season, but with 
the outlook for the coming year as well. 

It is his opinion that there has been established a stability of 
style especially in the matter of shoe heights, that will make 
merchandising a little less difficult. The present boot of eight 
to nine inches he believes is a proper height most easily fitted, 
beautiful in itself and best adapted to current fashion in skirt 
lengths. As a result they expect this height to prevail through 
the coming Spring season. 

Among the goods called for in present orders is a considerable 
showing of tans, some with cloth tops, ooze stocks in combina- 
tions; ooze tops with kid and calf vamps are also in demand, 
and there seems to be a larger proportion of leather heels wanted. 


Leggings in Demand 


Winter specialties are showing considerable activity in the 
present experience of Mr. Unger of the International Shoe 
Supply Company. This is the first year for a considerable 
period in which there has been a very heavy demand for leggings. 
The demand has been rather sudden in development and has 
been quite strong. The retail trade is looking for supplies all 
over, and the reserve stocks on hand of the distributing houses 
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Merit Emphasized 
by Achievement 


‘The Dalton Co., Inc., 

started business last 
spring with the slogan “‘$1,- 
000,000 in business for the 
first year.” ‘The new firm 
has already overtaken and 
passed those figures and is 
now aiming at a much 
higher mark and believes 
it will be reached. 


—Ezxtract from Brockton Enterprise, 
Dec. 2, 1916. 
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have not been sufficient to meet this as completely as desired. 
As a result there is an inquiry that is stronger than perhaps 
actual sales justify, since a single order may be presented to 
two, three or four houses and which only one might be able to 
handle. 


In general lines of findings and supplies there is considerable 
activity. Advanced orders for Spring show a tremendous call 
for all items having to do with white footwear. This includes 
dressings, laces and the like, and tends still further to confirm 
the belief that the coming season will be a strong season for 
white footwear. 

Prices Still Mounting 


Mr. Lebovitz of the Concord Shoe Company which specializes 
in children’s footwear, said recently that business continues 
to be very active although price advances continue and it has 
been necessary to get more money for almost every shipment, 
since between the first and second shipment to the same cus- 
tomer there is pretty certain to be a price advance. 


Advanced orders for the Spring season are also being taken 
on which the house is already covered, but they are not inclined 
to push very strongly for future business because of the price 
situation spoken of above and the possibility of still further 
advances later. 

Ten Per Cent Increase 


The holiday greetings of Chas. W. Strohbeck, Inc., Brooklyn 
shoe manufacturers to their employees took the practical form 
of an advance of ten per cent on weekly earnings, as a result of 
the large volume of business the firm has enjoyed. This advance 
takes in each and every employee, including the office, cutting, 
fitting, sole-leather, lasting, making, finishing, packing and 
engineering departments. 

The firm of Chas.W. Strohbeck has been manufacturing ladies’ 
shoes in Brooklyn, N. Y. for nearly thirty years. 


BROCKTON 


Looking Toward Another Season 


Brockton shoe manufacturers are looking ahead to another 
season and making plans for samples and purchases which must 
inevitably be made in the near future. There is no immediate 
prospect of any reduction in the prices of leather and other 
materials. In fact, with every indication of continued advances 
there can be no talk of anything but higher prices in footwear. 
That is the situation in which the trade finds itself today and on 
which must be based plans in sample making and selling for 1917. 


To Open Stock Department in Boston 


George H. Snow Company, manufacturers of the Snow line of 
men’s footwear, with factories in Brockton and Lowell, will 
transfer their stock department from this city to Boston. An 
entire floor of the building at 22 High Street, Boston, has been 
leased. Beginning with the new year a complete stock of the Snow 
goods will be carried there for immediate deliveries. This plan 
involves the abolishment of the stock department in the Brock- 
ton factory and the shipping of the shoes from Lowell to Brock- 
ton with consequent loss of time and efficiency. By concen- 
trating the stock department entirely to Boston as a trade 
headquarters the Geo. H. Snow Co.’s customers will be better 
served than at any previous time and the concern will be in a 
better position than ever before to handle their wholesale de- 
partment. The number of lines carried in stock will be largely 
increased as soon as the Boston stock department is in full 
working order. 

Brockton Man a Delegate 


John J. Whalen, who represents Condon Bros. & Co. in Penn- 
sylvania, has had an important honor conferred upon him in 
connection with the forthcoming convention of The National 
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Shoe Travelers’ Association, to be held in St. Louis on January 
3 to 7. Captain William A. Damer of F. M. Hoyt Shoe Com- 
pany and president of the Pennsylvania Shoe Travelers’ Associa- 
tion, was to be a delegate to the convention. As he is unable to 
make the trip, “Jake’’ Whalen, who is vice-president of the 
Pennsylvania association, and first alternate to the National 
association meeting, will make the trip in Mr. Daner’s stead. 
He will go to the convention in company with Clay Ogden of 
Pittsburgh, who is also a representative of the Pennsylvania 
association. 
Manufacture Welting 


The Harriman-Vining Company, Inc. has been added to 
Brockton’s industries in the manufacture of Goodyear welting. 
Howard C. Vining, formerly with the Brockton Rand Company, 
fitted up the factory. Charles H. Harriman, a salesman for the 
Mawhinney Last Company, is president of the new concern. 
About fifty hands will be employed. The factory location is the 
plant on Belmont Street, formerly occupied by the Eaton 
Company. 

Big Gain in Population 

The latest estimate from the Census Bureau of the Federal 
Government gives Brockton 67,449 inhabitants. This shows a 
gain of 5,161 people over the Massachusetts State figures of a 
year ago. It also marks an increase of 10,571 since the National 
Census was taken in 1910, at which time the population of the 
city was 56,878. During the past thirty years Brockton has 
shown an average yearly gain of 1000 in population. According 
to the Federal Government the gain during the past six years 
shows a considerable higher average of increase. 


Shipments for Fifty-One Weeks 


For the year 1916 the shipments from Brockton shoe factorieS’ 
have been 720,554 cases. For the same period of 1915 shipments 
were 591,821 cases. This is a gain for 1916 thus far of 128,723 
cases. For the week ending December 23 the shipments were 
12,372 cases. Complete figures for the year 1916 will afford some 
interesting comparison and show that Brockton has had a big 
year. These will be published in this department next week. 


HAVERHILL 


High Boots from Small Skins 


In speaking of the high prices of kidskins, of which so many 
are used in the production of women’s boots and low-cut foot- 
wear, a Haverhill manufacturer said: ‘‘The small size of the 
average kidskin makes the cutting of a nine or ten inch boot an 
expensive proposition. In boots of the ordinary height, which 
are cut from white or colored kidskins, we can generally manage 
to obtain from a skin not only the top, but other parts of the 
upper. Put a nine or ten inch boot pattern on one of these skins, 
however, and you have mighty little left for side pieces. 

‘“‘As a matter of fact, this extra high boot pattern spoils the 
skin for further use. That’s the principal reason for the high 
cost of these ultra fashionable boots for women, which are in 
such extensive demand at the present time.. In cutting these 
nine and ten inch boots a great amount of leather goes to waste 
in a factory every day. Naturally, some one has to pay for this, 
and of course, literally, the consumer foots the bill.” 


Cloth Tops for Women’s Boots 


Speaking further along the line of women’s high-cut boots, it 
is timely to mention the fact that a great amount of cloth is 
being used for topping stock in the samples and case goods 
which are now going through Haverhill factories. That there 
is a tendency toward cloth for boot tops is a matter of trade 
knowledge. It is the opinion of local manufacturers that the 
use of cloth will be increased during the coming year. These 
cloths are now made in the delicate shades which are so much 
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KICKERS” 


“KICK THE LONGEST’’ 
AND BUILD AN EVERLASTING 
TRADE ONCE YOU 
CARRY THEM 


THE LINE 


WITHOUT A 


CUT-OFF VAMP 
For the Boys, Girls and the Babies 


This English Last is in 
Great Demand 





985. Gun Metal Bal. 
Mat Calf Top. Oak Soles. 
Goodyear Welt. Blind Eyelets. 
Boys’, 24-54% $2.85 
Youths’, 1 -2 2.60 


Immediate Shipment 


A. S. Kreider Company 


Distributing Houses 


NEW YORK, 123-125 Duane Street 
PHILADELPHIA, 51 North 3rd Street 
PITTSBURGH, 923 Penn. Avenue 
CHICAGO, 312-318 West Monroe Street 
ST. LOUIS, 1408 Washington Avenue 


Factories at Annville, Pa. 
Palmyra, Pa. Middletown, Pa. 
banon, Pa. Elizabethtown, Pa. F<; 
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in vogue for obtaining two-tone effects when combined with 
leather vamps. Cloth conforms closely to the foot and ankle, 
and has a snug-fitting quality which commends itself to the trade. 


Chamber of Commerce Prospect 


The Haverhill Chamber of Commerce membership is now 
nearing the 1,000 mark. There are 900 members who have paid 
dues this year, and it is expected that by January 1 this will 
reach nearly 1,000. The Haverhill Chamber of Commerce now 
has the largest membership of any city of its size in New Eng- 
land. It also enjoys another distinction, -which is that its dues 
are the lowest. President Wentworth, Secretary Casey and the 
live board of directors have done work in connection with the 
growth and prosperity of the Chamber, which has elicited favor- 
able comment from cities in all.parts of the United States. 
Plans for 1917 include many new features which will be bene- 
ficial to the manufacturers and merchants in the Chamber’s 
membership as well as citizens of Haverhill in general. 


Santa Claus at Shoe Factories 


It is the Christmas-time custom of the employees in many 
Haverhill factories to meet informally in holiday festivities and 
to exchange gifts. This year, with unexampled prosperity pre- 
vailing among the shoe operatives in this city, Santa Claus was 
unusually liberal in the distribution of his Christmas remem- 
brances. 

Many Concerns Participate 


Among the factories where Christmas celebrations were held 
and presents distributed among the employees were: Geo. B. 
Leavitt & Co., L. B. Dudley & Co., S. S. Shoe Company, Hall & 
Hopkins, Farley Shoe Company, Bradley Shoe Company, H. S. 
Collins Company, McCormick-Perry Shoe Company, Chesley 
& Rugg, E. E. Bottomley & Co., T. R. Hill Company, Newbury 
Shoe Company, Meyer-Ornstein Company, Ellis-Eddy Com- 
pany, Cushman & Hebert, and numerous others. In several 
shops members of the concerns took active part and distributed 
gifts among their employees. 


Leads in New Buildings 


According to the official report of building operations through- 
out the United States received by the local building inspector 
in this city, Haverhill made a gain, during the month of 
November, in new buildings, of 16 per cent over the correspond- 
ing month last year. The net per cent gain all over the country 
was but 1 per cent. This puts Haverhill practically in a class 
by itself as a manufacturing center, and furnishes an illumi- 
nating illustration regarding the rapid growth of the city. 


More Floor Space Wanted 


Inquiries for factory floor space are frequently received in 
this city from manufacturers elsewhere. Eight different con- 
cerns recently inquired of the Chamber of Commerce if space 
was immediately available. Two of these requests are from 
out-of-town houses. One seeks 100,000 square feet of floor 


~ BOSTON 


Coming Boston Gatherings 


December 30—Boston Shoe Travelers’ Association will 
hold the Annual meeting and elect officers for the coming 
year. The United States Hotel is the meeting place. 

January 9—Boston Retail Shoe Salesmen’s Association 
will hold the regular monthly meeting at the Hayward 
Assembly rooms. 

January 11—Southern Shoe Wholesalers’ Association, 
Hotel Brunswick, 6.30 p.m., Annual dinner. 

January 11—Southern Shoe Travelers’ 
Annual dinner, Copley Plaza Hotel. 


Association 
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January 12—National Shoe Wholesalers’ Association, 
annual meeting 10 a.m., Copley Plaza Hotel. 

January 13—Boston Shoe Travelers’ Association, annual 
dinner, Hotel Somerset. 

January 16—Massachusetts Retail Shoe Merchants’ 
Association, monthly meeting and dinner, 6.30 p. m. 
Boston City Club, with reports of delegates to N.S. R. A. 
Convention at Cincinnati. 

January 17—Associated Shoe Co., annual meeting at 
headquarters, 110 Summer St., 10 a.m. and annual din- 
ner at Young’s Hotel in the evening. 

January 24—Boston Boot and Shoe Club, Annual Ladies’ 
Night, Hotel Somerset. 


Observing New Holiday 


Nineteen seventeen ushers in a new holiday affecting the 
Boston shoe and leather markets for New Year’s Day is to be a 
Massachusetts legal holiday asa result of the referendum at the 
recent election. While the observance of the holiday is not 
understood to be obligatory, the. shoe factories and the prin- 
cipal wholesaling, jobbing and retail houses in the city will be 
closed. The heads of some houses do not look with favor on 
the innovation of two holidays within eight days of each other, 
with the consequent disruption of business, but they bow to the 
will of the people as expressed at the polls. 


For the Findings Department 


A new type of brush now interesting shoe merchants is that 
illustrated, which is being placed on the market by a Cambridge, 
Mass. concern. The brush is made with bristles at one end, and 
a lamb’s wool polisher 
at the other, while the 
polish is always avail- 
able in the container 
which is formed by a 
tube in the grip of the 
brush. This tube is cov- 
ered with a cap, and the 
supply of polish is con- 
trolled by the turn of a 
key. The polish is sup- 
plied in tubes to retail 
at a popular price, in 
the popular shades, and 
these may be inserted in the brush at will. The brush is well 
adapted to the polishing of shoes, rubbers and traveling bags 
and the manufacturers are experiencing a very encouraging de- 
mand for the novelty. 


Silver Wedding of A. W. Donovan 


Mr. and Mrs. Alfred W. Donovan reached the 25th anniver- 
sary of their marriage Tuesday, and are celebrating the event 
by a 10 days’ trip, leaving Sunday afternoon last for New York, 
Philadelphia, Atlantic City and Washington. 

Mr. Donovan is a native of Rockland, son of the late Mr. and 
Mrs. Timothy Donovan. He learned shoemaking in boyhood, 
his father being a manufacturer,.and has followed the trade all 
his life. He was foreman of the stitching department of the E. T. 
Wright & Co., factory when the concern was re-organized some 
20 years ago, and he was given an interest in the business. The 
rise of the company has been rapid since Mr. Donovan’s con- 
nection with it, and now the product of the concern reaches three 
and one-half million dollars annually. Mr. Donovan is president 
of the company. 

Mr. Donovan is well known in the trade throughout the coun- 
try. He is an ex-president of the Boston Boot and Shoe club 
and the New England Shoe and Leather Association, a director 
of the National Association of Boot and Shoe Manufacturers, 
and a member of other trade organizations. 

(Continued on page 77) 
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See the Styles 


Assembled under one roof, the Rochester 
Shoe manufacturers will place on exhibition 
their full lines of Spring Styles. As the Roch- 
ester Market has become one of the foremost 
in the United States for Women’s and Children’s 
high-grade footwear, you cannot afford to miss 
this event. Every conceivable pattern and last 
made up in every desirable leather and fabric will 
be shown, each manufacturer vying with the other 
to produce creations which will attract the fem- 
inine fancy. All the new styles which have re- 
cently appeared on the style horizon, eagerly 
sought by shrewd buyers, will be shown in 
various lines. 










Never has Style been such an important fac- 
tor, and this is your opportunity to see this 
market’s finest. 


Plan your eastern trip so that you can spend 
at least a day here. Stopovers allowed. 





Wednesday, Jan. 10th to Wednesday, Jan. 17th (Inc.) 
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Know Conditions: 


An excellent opportunity for shoe buyers to 
add to their knowledge of actual conditions 
and thus be able to buy to advantage. You 
will meet acknowledged authorities—-men who 
have developed this market to its present en- 
viable place. 


You can get facts upon any phase of the shoe in- 
dustry from leather to laces. The leather situation 
is one that must be thoroughly understood in 
order to know what and how to buy. Experi- 
enced leather buyers who visit the leather mar- 
kets frequently will be at the show and will 
give you first-hand information. 


Ample opportunity will be afforded to those 
who wish to visit any of the large modern 
shoe factories. | 


Make your room reservation yw as many buyers 
areexpected. Write to Powers Hotel, Rochester, N.Y. 





At Powers Hotel, occupying Fifth and Sixth Floors 
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Retail Association News 
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A GOOD MEMBER’S MOTTO 


*¢] will not condemn Association work for not meeting my expectations unless I personally give some 


time, thought and diligent effort to help secure results. 


I will make my co-operation more than a name. 


Co-operation in Association work means better friendships, a wider acquaintance, broader horizon, 


newer ideas and better business. 


Pre-Convention Indications 


Interest in New Line-up of Officers 
Apparent 


Most 


Cincinnati—Just two weeks from today the Annual 
Convention of the National Shoe Retailers’ Association 
will be held in this city. Every indication points 
to one of the most successful conventions ever held; 
both in point of attendance from all parts of the 
country, and in local arrangements being made for 
entertaining the accredited delegates. The local 
boot and shoe manufacturers are showing their 
usual co-operative feeling in helping to make their 
visit one that they will not forget in a long time; and 
in this respect, they are vieing as well as co-operating 
with the local shoe dealers, those who are members 
of the National and those not members, in arranging 
for a big, successful National gathering. The con- 
vention will be called to order on Monday, January 
8th by President, A. H. McGowin, who is Manager 
and Buyer of the Shoe Department of the John 
Wanamaker Store in Philadelphia. He is recognized 
as the dean of retail shoe merchants of this country. 
The two important features of the convention will 
be the adoption of the new constitution, and in 
underwriting the expenses of a national field Secretary 
who will direct to the work of building up the National 
in a stronger way than it has ever been during the 
six years that it has been organized. 

It is generally conceded among shoe merchants that 
A. F. Sloane, President of the Ohio Retail Shoe 
Dealers’ Association, will be commissioned to under- 
take this new work on the part of the National As- 
sociation. The prominence to which he has brought 
the Ohio Association under his management as 
President, has attracted the attention of those en- 
gaged in association work in all parts of the country. 
If the attendance at a convention and the accom- 
plishments of a convention mean anything, the Ohio 
Association demonstrated at its meeting last March 
in Cleveland that it was pre-eminent among State 
shoe dealers’ associations in this country, the attend- 
ance exceeding that of the National gathering. The 
forthcoming convention in Toledo next March 
already promises to be the biggest thing in the way 
of gathering of shoe merchants, ever held in any 
state heretofore. 

Among the prominent shoe merchants suggested 
as a possible successor to President A. H. McGowin, 
of the National, should he adhere to his desire to pass 


I owe it to myself to aid in the accomplishment of Association aims.”’ 


the cares of office to some one else, are John O’Connor, 
of the well-known firm of O’Connor and Goldberg, of 
Chicago, and also James P. Orr, of the Potter Shoe 
Co., of this city. Both of these gentlemen have 
given their time and hearty co-operation in organ- 
izing the National Association and in bringing it to 
its present high standing. Either one would be a 
worthy successor to President McGowin in the 
opinion of those active in the National Association. 
The prognosticators have pointed out that the field 
is open to all comers, but nevertheless sentiment is 
crystalizing in favor of the selection of one of these 
two prominent shoe merchants. 

Another feature of the gathering of shoe men in 
this city two weeks hence, is a group of New England 
shoe manufacturers who will visit the local shoe 
factories, and will be the guests of the shoe manu- 
facturers in a tour of the local shoe industry. The 
New England manufacturers arrived here on Tuesday 
morning and will spend the day, leaving here Tuesday 
night for St. Louis. 


Elect Delegates to Convention 


And Start Auxiliary Association of Pittsburgh 
Shoe Retailers’ Association 


‘“*A large representation was present at the meeting 
of the Pittsburgh Shoe Retailers’ Association held at 
the Walk-Over Shoe Store, 243 Fifth Ave., Pittsburgh, 
Pa., Thursday evening, Dec. 14th. The custom has 
been started of serving a luncheon just before the 
meeting. 

The following members were elected to represent 
the Pittsburgh Association at the National Shoe 
Retailers’ Convention to be held in Cincinnati, Jan- 
uary 8—-9-10, 1917. A. A. Lazarus, C. J. Mensch, 
W. M. Laird, A. W. Verner, A. J. Schmidt, Morris 
Browdy, Christian Ludebuehl, G. V. Stoebener, Jr., 
W. E. Winn, Geo. Stoebener, and Frank Berthol. 

The interesting subject of “stock-keeping” was 
presented by C. J. Mensch of the Lazarus-Mensch 
Company. Beginning with the Harvard System which 
was the first system introduced, touching on the 
Geuting System of Philadelphia, also the Business 
Record System, and ending with the Company’s 
System. Mr. Mensch starting his talk from the 
purchasing of a line of shoes, percentages gleaned 
for this purpose from the sizes sold and the sizes on 
hand, bringing the shoe into the receiving depart- 
ment, placing same on records, pricing, daily sales, 
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expense, profits, etc., all these transaction were thor- 
oughly explained and copies of the different forms 
for this work were exhibited showing exact per- 
centages for every transaction, and also showing 
that with such a system not much is left for guessing. 

A. W. Verner of the C. A. Verner Company gave a 
very interesting talk on ‘Replacement Value of 
Shoes.” 

W. M. Laird addressed the meeting with a number 
of interesting remarks, and heartily favored meetings 
of this kind that were of actual benefit to the retailer. 

An innovation for strengthening the Pittsburgh 
Association was introduced by A. W. Verner. After 
careful analysis and consideration it was considered 
favorable, and was recommended. A resolution was 
presented authorizing the President to appoint a 
chairman for each business section of the City to 
organize an Auxiliary Association. It is believed that 
in this way every retailer, big or little, will be en- 
rolled as a member of the Pittsburgh Shoe Retailers’ 
Association. These Auxiliaries to meet at Luncheon 
once a week, or whenever a question of importance 
arises, act on same immediately, get it settled satis- 
factorily, and report result at the montly meeting of 
the Pittsburgh Shoe Retailers’ Association. In this 
way it was thought that the organization would grow 
stronger in membership, the dealers coming into the 
Association when finding that they could get their 
little differences settled satisfactorily. 


Active New York Association 


The Retail Shoe Dealers’ Association of New York 
with headquarters in Brooklyn at the last meeting 
elected the following officers. 

President, Louis Edelstein, 
Brooklyn. 

lst Vice-President, J. D. Drucker, 
Avenue, New York City. 

2nd Vice-Pres., W. H. Wild, 286 Central Avenue, 
Brooklyn. 

Record. Sec., Al J. Joseph, 258 Briggs Avenue, 
Brooklyn. 

Financial Sec., Abraham Siegel, 456 Third Avenue, 
New York City. 

Treasurer, Jack E. Friedman, 257 Steinway Avenue, 
Astoria, L. I. 

Sergeant-at-Arms, A. H. Goodman, 536 Knicker- 
bocker Avenue, Brooklyn. 


1849 Myrtle Ave., 


628 Third 


Executive Board 


P. Bender, 245 Grand Street, Brooklyn; Geo. 
Battaglia, 177 Bleecker Street, New York City; 
S. Bloomberg, 660 Fifth Avenue, Brooklyn; A. Feld- 
man, 262 Columbia Street, Brooklyn; Sam Goldstein, 
848 Columbus Avenue, New York City; I. Gott- 
heimer, 263 Wyckoff Avenue, Brooklyn; Jacob 
Gross, 1084 Bedford Avenue, Brooklyn; M. Schoen- 
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berg, 673 Myrtle Avenue, Brooklyn; J. Scharf, 571 
Third Avenue, Brooklyn. 


Nominations were then had for counsel of the 
association for the next year, and Arthur Joseph of 
299 Broadway was unanimously re-elected as counsel. 
The Executive Board was asked to arrange for annual 
retainer for Counselor Joseph, and Mr. Joseph stated 
that any member of the association need not feel 
under any obligation to ask his advice. 

The next meeting of the association, which is the an- 
nual meeting will take place at Morse & Rogers 
Building on Wednesday, January 3, 1917. 


Leather Style and Prices 


Consideration of the “‘Big Three”’ at Louisville, 
Meeting 


The Louisville, (Ky.) Shoe Association held a 
rousing meeting at Phoenix Hill Park, last week, at 
which the jobbers, manufacturers and findings men 
were present for the first time, the roster of the or- 
ganization having just been opened to the allied 
tradesmen. 

Following the luncheon a number of talks were 
delivered, several by the new allied trade members, 
and visitors, among whom were Frank Helmers, of the 
Helmers-Bettman Co., Cincinnati. 


A number of topics were discussed, among which was 
that of price-cutting in January, and several of the 
concerns represented announced that no staple 
lines would be cut this year, merchandise having 
advanced so that it would be foolhardy. 


**Prices and Costs’? by Frank Helmers 


An interesting short address was given by Frank 
Helmers, who stated that the present was the time 
for the retail shoeman to make hay, and called atten- 
tion to the fact that net profits, gross business, etc., 
had increased considerably during the past two years, 
while the general cost of doing business was no 
higher than before the war. Mr. Helmers stated 
that in his opinion the European war, and peace 
negotiations would have no effect on the shoe market 
for some time to come, and that the reported quanti- 
ties of raw materials in Europe was undoubtedly a 
myth as the European nations were needing and using 
all the leather and other raw material they could 
obtain. “When the European powers finally declare 
peace, prices will probably be still higher on shoes 
in this country, for at least fifteen months, if not 
more,” said Mr. Helmers, who went on to say: “The 
demand for goods of American manufacture, es- 
pecially shoes and leather, will be enormous from 
abroad when peace is finally declared, and dealers 
who are carrying heavy stocks have no need to worry 
about the market dropping on them. In fact prices 


are bound to go higher for a time, and there is small 
probability of prices ever again reaching former 
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levels on shoes in this country.”’” Mr. Helmers con- 
cluded by stating that the local association had 
made a wise move in taking in the allied trades as it 
would result in general co-operation of the trades 
with the result that conditions would certainly show 
improvement. 


Two Factors Making Higher Prices 


Minneapolis Shoe Retailers’ Association Hears 
Reasons for Increasing Costs 


About thirty-five members attended the December 
meeting of the Minneapolis Shoe Retailers’ Associa- 
tion, which was a live one from start to finish, lasting 
until 11 o’clock P.M. The meeting was presided 
over by the newly elected president, George S. Roth. 
W. R. Garrow, general salesmen for Foote, Schulze 
& Company, St. Paul shoe manufacturers, addressed 
the meeting giving a resume of conditions in the shoe 
and leather markets. He said the supply and demand 
situation was never in a condition as at present, but 
manufacturers had managed to handle the situation 
in such a way that prices to the retailer and consumer 
rose gradually instead of one big leap each season. He 
gave some figures on the increases. He said there 
were only two factors which might prevent a further 
advance. One was a refusal by the consumer and re- 
tailer to purchase beyond their actual requirements. 
The other factor was an early peace in Europe bring- 
ing into this country millions of hides as soon as 
shipping channels were opened. In view of the con- 
ditions surrounding the entire industry it would 
seem reasonable to suppose that retailers should 
avoid placing future contracts or making obligations 
which might cause a large loss instead of a normal 
profit. Merchandise that can be bought for immediate 
delivery can be handled with a certain profit and 
this should be the policy of retailer for the present.” 

















Doing the Sir Walter Raleigh stunt in 1917 means prosperity 
and success 
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The association will give a dance during January 
and a campaign for new members will also be staged 
during the Winter. E. L. Clifford, advertising man- 
ager for a local daily spoke on “Truthful Adver- 
tising’’ and said it was only that kind that paid. 
His talk was witty and brim full of good stuff. 


Walk-Over Convention 
At Statler, Cleveland, January 14, 15, 16, 17 


The Retail Walk-Over Dealers’ Association with a member- 
ship of approximately 6,000 convene in its annual session at 
Hotel Statler, Cleveland, Ohio, Sunday, Monday, Tuesday, 
and Wednesday, January 14, 15, 16 and 17. 

Entertainment for the members is provided for Sunday after- 
noon, Sunday, Monday, Tuesday and Wednesday evenings. 
This part of the program is in charge of C. K. Chisholm, chairman 
Entertainment Committee, Cleveland, Ohio. 

The enrollment of members is in charge of Mr. Otto W. 
Kehm, chairman Enrollment Committee, Dayton, Ohio. 

The reception of the members is in charge of H. M. Chisholm, 
Chairman Reception Committee, Cleveland, Ohio, and a special 
request is made to all those who wish to have reservation made 
to correspond with Mr. Chisholm. 

The officers of the Association are: J. E. Wilson, Retiring 
Pres., Detroit, Mich.; Al. Stentz, Retiring Sec., Ft. Wayne, 
Ind. 

The officers who will preside at this session are: K. W. Watters, 
President, Buffalo, N. Y.; C. J. Mensch, Secretry, Pittsburgh, 
Pa. 


Those who will be present from the Geo. E. Keith Company, 
Manufacturer of Walk-Over Shoes, will be Geo. E. Keith, Eldon 
B. Keith, Harold Keith, George Leach, Arthur Chase, and 
others, all of Brockton, Mass. 

The ‘Address of Welcome” will be made by A. F. Sloan, 
President Ohio State Shoe Retailer’s Association, Oxford, Ohio; 
this will be responded to by Chas. Fisher, Toledo, Ohio. 

The important subjects that will be presented at this con- 
vention are of vital interest to every retailer, and the discussions 
will be led by the leading Walk-Over Distributors of the United 
States. The subjects to be presented are as follows: 

“The World Situation in Hides and Leathers,” by Chas. P. 
Hall, President American Hide & Leather Company. 

“The Problems of the Manufacturers,” by Geo. E. Keith, 
President, Geo. E. Keith Company. 

‘*Merchandising—Under Abnormal Conditions Forced upon 
Us by the European War,” by Milton Harper, Philadelphia, Pa. 

‘“‘Why Replacement Profits are Imperative to the Merchant’’ 
by Irving Howe, Boston, Mass. 

‘‘Authentic Opinions from East and West on Women’s Foot- 
wear,” by F. P. Myers, Danville, Ill., J. E. Wilson, Detroit, 
Mich., Mr. Peterson, New York City. 

“The Value of Orthopedic Footwear Correctly Fitted to 
Increase Volume and Secure Permanent Customers,” by Frank 
Guinivan, Toronto, Ont., Canada, Irving Howe, Boston, Mass., 
Owen Metzger, Allentown, Pa. 

“Present Day Store Service,” by C. E. Mason, Memphis, 
Tenn. 

‘* Advertising,” by A. A. Lazarus, Pittsburgh, Pa., F. T. Man- 
ning, Reading, Pa. 

“The Walk-Over Clearing House,” by George Leach, Cam- 
pello, Mass. 

“Styles, Lasts, Patterns, and Deliveries,’ by I. R. Jacobs, 
New Orleans, La. 

“Style Show” in charge of Harold Keith, Asst. Treas., Geo 
E. Keith Company. ; 
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Process Patented 


Patented Jan. 12, 
1915 





A Success for 

the Shoe Retailer-- 
A Suecess for 

the Wearer 


It’s that kind of a proposition 
---for there’s a real demand 
for a box toe that will give real 
service. = 


The Vulco-Unit Box Toe will 
retain its shape under the 
hardest service, itis absolutely 
waterproof and _ perspiration 
proof. 


Mr. Retailer: 


Make sure your manufacturer uses Vulco- 
Unit Box Toes in all your shoe orders. 
There is only ONE Vulco-Unit Box Toe on 
the market. It is made by--- 


Beckwith Box Toe Co. 


108 LINCOLN ST. BOSTON, MASS. 
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Announcement 


When in Boston we extend to you a 
cordial invitation to call on usin our 
new office, located at 207 Essex 
Street, Room 404, where samples of 
our various products are on display 
and full information given as to 
prices and terms. 


The Wiley, Bickford, Sweet Co. 


Factories At 


Worcester, Mass. Hartford, Conn. 


U. S. A. 


HOLUHOEUEGUECROOGUCOEUROEOREREGEEGGCEGORGEQEREEOEOUOUOUGOROROEOORORCUGEOEOOCCEOUGUGHOHOGOUOQUOUOUGHOEOUGOUONONOEOED- 








A Dainty Style 


White embroidered 
canvas one strap. 
Can also be supplied 
in pink or blue. 





NEW YEAR RIGHT BY 


START THE 
PUTTING [IN A COMPLETE LINE OF 
THESE FAMOUS QUALITY SOFT SOLES 


J. J. McMaster oe Rochester, N. Y. 
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The Argument to Use on “Higher Prices” 


The Error of Quoting Prices First and Following Up with Quality, 
Reverses the Method of Salesmanship 


SALESMAN, in a shoe store doing 
about $20,000 per annum, gabfested 
fifteen minutes with us last Tuesday. 
) We had asked him how he handled 
price. 

‘“‘When a customer doesn’t say the 
price beforehand I try to steer shy 
of price talk for awhile. I do it sometimes, too, after 
he has said the price he wishes to pay. By watching a 
man I can generally tell how to act. Some of our reg- 
ulars I keep notes of in my little book, so I know how 
to talk price to them.” 





Price the Bugaboo 


As we know, price is the bugaboo against every 
kind of purchase. Remove price, and people will buy 
everything needed, half needed, and not a bit needed. 

The more a man needs shoes the more likely will 
he be to purchase shoes. The more good quality he 
can get in shoes the more likely will he be to want those 
shoes. The nearer the price harmonizes with that 


quality the more likely will he be to be content. Say ~ 


all you want to, a small price for that quality will 
throw that quality under suspicion to Mr. Man. “I 
wonder if it really is a $7 shoe for $6,” he’ll ask him- 
self on the quiet after salesman has assured him it is. 


Let Down a Curtain on Price 


The salesman spoken of said he likes to let down a 
curtain to hide price until he can flash on the white 
screen a picture of the shoe’s value, good leather stock, 
better soles, careful sewing, trim, shape, style, and 
everything that will tend to lift his man’s price slant 
upward. Pretty soon his man begins to speculate and 
guess at price. Naturally he fixes it in his thought 
higher than it actually is. Does it for “safety first.” 
We all do. 

A fight is going on inside his man—a fight between 
known quality and unknown price. Quality is all the 
time piling up heaps of converting evidence to the 
man, and price (being unsprung as yet) is also rising 
higher and higher to keep rational company with 
that rising quality picture in the man’s mind. 

He sees the nice painting of that shoe, its pigments 
of good workmanship, its oils of whole leather pieces, 
cutting, shaping, goodness, betterness, superiority. 
The picture grows taller and taller and he rises with 
it. It sets him in a new world. He’s off the ground on 
which he walked to the store. He dwells up there in a 
roseate realm of shoe betterness. And, as said, along 
with his gradual aviation he has hoisted his contem- 
plation of price to correspond with it all. 

“How much do you want for that shoe?”’” And he 


looks for a shock. And he’s half afraid. And he doesn’t 
get a shock and his “‘afraid’’ calms down. The nice 
surprise the reasonable price gave him saps the thing 
of venom and he buys. 

He has been gradually educated up to price—even 
to a higher price than the shoe sells for. So in reality 
he has come down mentally in price instead of being 
boosted awkwardly to a higher price that might have 
struck him numb, dumb, distracted, disgusted. 


When Cuteness Mind Is Set 


In our experience in a shoe store and among friends, 
the cases have not been many where a man started 
downtown to pay a certain price for a pair of shoes (or 
hardly anything else, for that matter) and didn’t end 
by paying more. He expected it. It was part of the 
game. But as a precautionary measure, he set a price 
in his head to start with. 

A man who won’t listen to elastic prices when 
he visits a shoe store is the same man who decided 
to take so and so much of a certain medicine and 
no more this year, regardless. 

John Jones goes to a store seeking a pair of $4 shoes. 
His whole mind is on price. He realizes he can get a 
better shoe for more money. He doesn’t bother to 
think acutely of that. If he would only stop and let 
his ‘quality self’? argue it out with his “$4 self”’ 
the chances are fair he might decide to pay more and 
get more. Still his mind is set on $4 price; he doesn’t 
dig the spurs of ‘“‘quality’’ into his weak flanks. He 
jogs along on a $4 track. 

As said, lal his contemplations are for $4 shoes. 
A ‘“‘quality shoe’’ doesn’t get opportunity to talk and 
reason with him. Underneath his bent, however, 
there runs a realization all the time that a better shoe 
would be a better shoe. 

So he argues with himself along one line—$4 line. 
It is in majority in his head. Has everything its own 
way. He can separate those $4 into units of 400 
pennies and fancy the feel of them in his fingers and 
know exactly what they mean and are worth, etc., etc. 
He sees and feels nothing else. Vivid shoe ‘‘quality”’ 
isn’t there to contend against that “$4 argument” 
and he walks into a store with a $4 price only in mind. 


The ‘*‘‘Mechanic’’? Salesman 


What does a near-sighted salesman do? Sells him a 
$4 shoe—just like that! He’s a mechanic. Deals in 
metal dollar gents only. Lacks imagination. Doesn’t 
bother to paint a shoe masterpiece of “quality” for 
his man to visualize and figure on. 

Result? The man’s $4 slant had all the argument on 
its side. Mr. Salesman neglected to put up a “‘qual- 
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ity argument” for the other side. And the “$4 ar- 


gument”’ won. Of course. 
Ease Customers Down to Paying Higher Prices 


It tickles the entities of some of us to feel we have 
a man’s fit in just the price shoe he mentioned. We 
slap our chest and call ourselves real salesmen. 

If we could somehow peep inside that man and 
note his inner emotions we'd find him amenable to 
a shoe that sells for more and will do more for him and 
the store. 

We needn’t shove him rudely up to price. Instead, 
we can ease him down to the higher price. How? 
Simply and sanely by elevating his mind to a higher 
price-plane by elevating him to a higher quality-plane. 

Like a rolling snowball gathers layers of snow, 
so will Mr. Man’s price willingness grow larger as the 
ball of ‘“‘shoe quality”’ is rolled along, adding, and add- 
ing layers of “quality” in the man’s mind. When we 
get him big and high the price we announce will, nine 
times in ten, be a come down from what he imagined 
it must be. 


Returns $5.00 Shoes for $11.00 Pair 


We heard of a man, in Detroit, who half made up 
his mind to get a pair of $8 to $10 shoes. He called at 
a store, on Woodward Avenue, and asked the sales- 
man if he could fit him to a shoe like he saw in the 
window. Yes, sir, he could do just that. And he did 
and the man took home a pair of $5 shoes. 

They didn’t look quite so nice to him when he got 
He returned the shoes, next day, and got an 
$11 pair. Why? Because he had let a “quality ar- 
gument” get into his head; it argued against 
that ‘$5 shoe argument”’ and won the case. While 
in the store the first time he didn’t think of that and 
the salesman didn’t remind him of it by suggesting 
a better shoe. The salesman was asleep, for some of 
these chaps don’t come back. The store was lucky in 
that instance. 


home. 


Try the Customer Out 


We can’t always tell, of course, when a customer will 
be willing to go higher in price. We can try him out. 
What’s to hinder? We'll get a possibly nice “‘yes”’ 
answer or a “no” answer that won’t hurt. 

A customer boosted to a price may feel it at the 
time, yes. He’ll surely get the better benefit of it in 
time, yes. He will live to inwardly thank the store 
for its better judgment. Repeats don’t come from 
every sale of shoes. Repeats do come from nearly 
every sale that proves advantageous to buyer. 

Customers that feel the higher price prick at first, 
soon lose their hurt under the salving balm of a shoe 
that proves to be good in the long run. On the other 
hand, we all know that customers who buy cheaper 
shoes, fitting their own idea of price, do not feel a 
price prick at first, also do not get the kind of striking 
satisfaction calculated to cement them to the store. 
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It helps some to have them remember that a salesman 
advised a better shoe. In the absence of that, they will 
not usually blame it upon themselves and the store 
will come under disrepute. 


Drawing a Picture of Shoe Quality 


The long-short of it is, let us try our dingest to 
paint a picture of “shoe quality” so vividly that Mr. 
Buyer’s imagination will scamper away to scenes of 
him, himself, walking along the street in a pair of 
extra comfortable shoes, that he can glance slyly 
down at anon and be proud of their style, that he 
can figure months ahead on and see the shoes wearing 
well and shapely, that he can save good dollars on in 
the end, and all such. Make plain to him its superior 
leather stock, cut, style, shape, thread, soles, linings, 
everything. Makes its mechanical features appear 
so worthy they will get hold on his fancy, draw it out, 
and prompt him to imagine he sees the picture spoken 
of a moment ago. 

It’s a recognized truth among us all that a shoe be- 
gins to assume more character the minute we begin 
to talk its details. Details add together in a man’s 
mind and finally make a grand total persuasion he, 
otherwise, would not feel. 

Then and not till then will its higher price appear 
small enough to him. He will be as apt as not to con- 
sider the price peculiarly reasonable. Quality was be- 
hind it—that’s why. A picture of ‘‘quality’’ and he, 
himself, wearing and enjoying that ‘‘quality’’ was 
behind it—that’s why. 


Texas Shoe Retailers’ Association 
To Meet February 13, 14 at Fort Worth, Tex. 


On February 13 and 14, 1917, the Texas Shoe 
Retailer’s Association will hold their Convention at 
Fort Worth, Tex., and at the same time the South- 
western Shoe Traveler’s Association will meet in 
conjunction with them. 

The City of Fort Worth, the Chamber of Commerce 
and the Retail Shoe Dealers will entertain all visit- 
ing Shoe Men to this Convention, and have planned 
a banquet to be given at the Hotel Worth. 

The Texas Association is affiliated with the National 
Shoe Retailers’ Association and will send two Dele- 
gates to the National Convention. Texas is going 
to try to land the next Convention of the National 
Shoe Retailers to be held in Houston, Tex., in 1918. 


Daniel J. Brennan Dead 


Daniel J. Brennan, treasurer of the firm of Richards 
& Brennan, Inc., Randolph, Mass., manufacturers of 
shoes and at one time president of the National 
Lasters’ Protective Union, died Dec. 2Ist in his 58th 
year, after a brief illness. He is survived by a wife, 
two daughters and two sons. 
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VAUGHAN’S IVORY SOLE LEATHER 


This soling is very light weighing and is the most comfortable leather made for street, dress, and sport 
shoes. Men’s, women’s and children’s footwear in which it is used is selling at sight in every one of the 
hundreds of shoe stores where it is shown. Write for samples. 


George C. Vaughan, Peabody, Mass. 
Your Button Troubles 


Are All Over _ xcconsecscsee 


the minute you install a Kelly. 

The way this remarkable little machine puts on 
buttons will amaze you. It does the work speedily, 
thoroughly and economically—it’s always on the 
job, and is a time and money saver of the first 
calibre. 


ELLY Note the many EXCLUSIVE features-- 






no other machine has them! 
AN ADJUSTABLE BUTTON SHUTE— 
Running buttons of all sizes and styles, Milos, 
» 100 Coils of Pearls and Fancies. 
a NO TUBES—To be mislaid. 
A DOUBLE HOPPER—With two styles of 
button ready for use. 
A FASTENER REGULATOR—Adjustable 
to make buttons loose or tight. 
A SAFETY GUARD—-Preventing the scratch- 
ing of patent tips. 
A POINTER—Showing just where the button 
will be placed. 
WRITE US--NOW WHILE YOU THINK OF IT! 


 , eeoeae KELLY BUTTON MACHINE CO. 


BOARD OF TRADE BUILDING 
ONE HUNDRED DOLLARS 
VIRGINIA 


NoRent | 
No Royalty 


NORFOLK - - - - 
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Rochester Style Show 
Plans Completed for Big Affair Jan. 10-17 


The Second Style Show of the Rochester Shoe 
Manufacturers is expected to be largely attended by 
buyers from all over the country. This season it will 
be held January 10 to 17 inclusive at Power’s Hotel 
where two floors have been reserved for the various 
exhibits. 

That Rochester has become an important market 
in the production of women’s, children’s and infants’ 
shoes is evidenced by recent government reports 
which show a remarkable gain in the total annual 
production. Not only has it come to the front in 
quality but prompt service and smart styles have 
materially assisted in making the market’s influence 
felt throughout the country. 

The unusual condition of the leather market and 
the probable use of fabrics for shoes have made it 
necessary for buyers to visit this and other markets 
in order to secure first hand facts regarding the 
situation. The Rochester manufacturers have always 
been in a position to give authentic information and 
although the unsettled condition has made it in- 
creasingly difficult, there will be representatives 
from the various houses at the Style Show who will 
be on hand to supply the visiting buyers with in- 
valuable information. 

Stop over privileges on through trains have been 
secured and arrangements have been made with 
Power’s Hotel whereby visiting buyers will be af- 
forded the opportunity to spend at least one day at 
Rochester, while on their trips to the eastern markets. 
At the last Style Show a large number of the most 
representative buyers in the country were so impressed 
with the value of the information secured while 
here, that they assured the promoters that they 
would surely attend each season. The estimated 
attendance is expected to far exceed that of last 
season as many buyers have heard very favorable 
reports of the first Style Show and will visit this 
market during Style week this year. 

Although the list of exhibitors is not yet complete 
more manufacturers will display their full lines than 
last season. The list so far includes the following :— 

Shoe manufacturers—D. Armstrong & Company, W. B. 
Coon Company, Dugan & Hudson Company, Dunn & Mc- 
Carthy, C. P. Ford & Company, H. H. Freeland, John Foster 
& Son, Goodwin Shoe Company, Joy, Clark & Nier, John 
Kelly, Leach Shoe Company, Marion Shoe Company, P. W. 
Minor & Son, Menihan Company, J. J. McMaster, Moore- 
Shafer Shoe Manufacturing Company, Piehler Shoe Company, 
Rochester Shoe Manufacturing Company, Sherwood Shoe 


Company, Utz & Dunn Company, Williams, Hoyt & Company. 
Leather—C. D. Brown & Company, Trostel Leather Company. 


Soles and heels—Rochester Heel Company, United States © 


Rubber Company. 

Lasts—Dayton Last Works, Empire Last Works, Rochester 
Last Works, Stewart & Potter Company. 

Shoe cloth—H. Gitterman & Company. 

Shoe manufacturers’ supplies—Revere Rubber Company, 
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Tandop Manufacturing Company, H. Lilky & Company, 
Excel Shoe Form Company. 


Private Car to Convention 
Louisville Merchants to Attend National Affair 


Louisville, Ky.—President Ben Middendorf, of 
the Louisville Retail Shoe Association, has sent out 
letters to the members of the organization announcing 
that the proposed meeting and banquet for January 
9 had been called off in order to give the members a 
chance to attend the banquet and convention of the 
National Shoe Retailers’ Association, at Cincinnati. 
Arrangements have been made to have a private car 
take the Louisville party to the Queen City, and a 
large number have signified their intention of going, 
and spending at least two days. The Louisville 
aggregation will probably be joined by a number of 
dealers from New Albany, Jeffersonville, Southern 
Indiana and Western Kentucky. This will be the 
first time that the association members have made 
any endeavor to attend the National Convention 
in a body, and it is said that a larger attendance than 
usual will be had from the West and South on account 
of the central location picked for the convention this 
year. Heretofore, with the convention held at 
Philadelphia, or New York, few of the retailers 
could spare the time for the long trip, unless they 
could sandwich in a buying trip at that time. 


Cobbler Dies from Shock 


Gets Check as Part of His Share of Hetty Green’s 
Fortune 


Minneapolis, Minn.—Buoyed up by the coming to 
him of a fortune of $60,000 and because of the excite- 
ment attendant, Elisha S. Cornell, who has mended 
shoes for fifty years in his tiny shop, was today found 
dead in the same tiny shop where he had spent most 
of his time. Mr. Cornell had received notice of an 
inheritance as his share of the fortune of Hetty 
Green, and had just recently received $1,000 on 
account, but kept on working. He had hired an 
assistant, however, and spent much time in preparing 
papers necessary to identify him. The long hours 
and excitement of it all proved too much for the old 
man, however, and he was found dead by a friendly 
patrolman who frequently stopped and chatted with 
him. The old man had dropped dead while in the 
act of putting a stick of wood in the stove and still 
held the wood firmly in his clasp. The coroner said 
it was a case of heart failure. , 


S. L. Goldstein, shoe merchant, has sold his lease on the build- 
ing at 510 Main Street, Buffalo, N. Y., and on January Ist will 
close his branch store there. He will continue his shoe store at 
546 Main Street. He has been in the shoe business in Buffalo 
twenty-eight years. 
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¢ + 
The Last Week’s Failures, 


Failures 


Boston.—Israel Steinberg, shoes, etc., reported petitioned into bankruptcy. 
Lawrence, Mass.—Morris & Rice, shoes, etc., reported assigned. 
Medford, Mass.—John B. Gelineau, shoes, etc., reported petitioned into bank- 


ruptcy. 

Atmore, Tin. —Peagie’s Mercantile Co., shoes, etc., reported petitioned into 
bankruptcy. 

Douglas, Ariz.—H. B. Calisher, shoes, reported assigned. 

Clio, Ala.—J. W. Reynolds & Co., shoes, etc., reported petitioned into bank- 


ruptcy. 
Eldorado, Ark.—F. Blieden, shoes, etc., reported receiver applied for. 
Birmingham, Ala.—Goldstein Bros., shoes, etc., reported petitioned into bank- 
\ wuptey. Reported receiver appointed. 

Chicago, [ll.—Harry Goodman, shoes, etc., reported records of the United 
States District Court show that there was an eam | tition in bank- 
ruptcy filed against this party on Nov. 27, 1916, last. fe Central Trust 
Co. was appointed receiver, and after taking inventory of the stock on 
hand the merchandise was removed to the Daaditen arehouse at 845 
South Canal St. 

Bicknell, Ind.—Clint St. John, shoes, reported has filed voluntary petition in 


ey. i ; 

Annapolis, Md.—Philip Miller, shoes, etc., reported asking extension. 

Magee, Miss.— rown, Sr., & Co., Inc., shoes, etc., reported petitioned 
into bankruptcy. 

St. Louis, Mo.—Jos. Rosenthal, shoes, reported petitioned into bankruptcy. 

seme 7 Miss.—Jacob Aaron, shoes, etc., reported offering to compromise at 

per cent. 

Medina, N. Y.—Abraham Spiller, shoes, etc., reported petitioned into bank- 
ruptcy. 

Oswego, N. Y.—Harry Soslow, shoes, etc., sold out; reported offering .o com- 
promise at 25 4 cent. 

New York City.—Brenner Bros. (100014 East 163d St.), shoes, reported as- 
signed; reported meeting of creditors called for December 26, last. 

Ardmore, Okla.—Ardmore Mercantile Supply Co., shoes, etc., reported peti- 
tioned into wn 

Drummond, Okla.—J. A. Gregg, shoes, etc., reported assigned. 

Woonsocket, R. I.—Nathan Falk (The Toggery Shop), shoes, etc., reported the 
filing of the petition in bankruptcy by the above, doing business as The 
Toggery Shop, as previously reported, in no way affects the affairs of Falk 
Bros., who also conduct a clothing and furnishing goods store here. The 
members of the firm of Falk Bros., it is said, are nephews of Nathan Falk, 
but their business affairs are in no way related to the business of their 
uncle, whose assignment and subsequent bankruptcy proceedings concern 
only Nathan Falk. 

Dallas, Tex.—M. B. Cohen, shoes, reported petitioned into bankruptcy. Re- 
ported liabilities scheduled at $9,765, and assets of $8,756, of which he 
claims $3,500 exempt. 

Londonderry, Vt.—Londonderry Trading Co., shoes, etc., reported offering to 
compromise at 50 per cent. 

Fond du Lac, Wis.—Laux Mercantile Co., shoes, etc., reported petitioned into 
bankruptcy. 

Clayton, Wash.—L. M. Rank, shoes, etc., reported petitioned into bankruptcy. 


Changes 


Boston.—D. Goldman (Model Shoe Store), shoes, succeeded by Max Goldman. 
Lynn, Mass.—Swartz Shoe Co., shoe manufacturers, incorporated with author- 
ized capital of $10.000. 
Union Shoe Co, shoe manufacturers, recently commenced business; in- 
corporated with avthorized capital of $35,000. 
Little Rock, Ark.—New York Bargain Store, shoes, etc., succeeded by Cox 
Cash Store: capital increased to $10,000. 
Paris, Ark.—Yunker Schneider & Anhalt Co., shoes, etc., will dissolve Feb. 1, 


et Cal.—Mrs. Frank M. Ward, shoes, etc., succeeded by Granville 

oolman. 

Fowler, Co.—I. L. Smirl, shoes, etc., will move to Rocky Ford. 

West eae. Ill.—Rosenberg & Burg, shoes, etc., incorporated with capital 
of $5,000. 

Russellville, Ky.— Whippoorwill Mercantile Co., shoes, etc., dissolving. 

Northfield, Minn.—Harry Gress, shoes, etc., sold out. 

Cambridge, Minn.—Johnson Southerland & Co., shoes, etc., succeeded by 
Johnson & Erickson. 

Carrollton, Mo.—Bartling & Kincaid, shoes, etc., sold out to A. J. Sylvester. 

St. Louis, Mo.—Boyd-Welsh Shoe Co., shoe manufacturers, increased author- 
ized capital to $150,000. 

Halliday, N. D.—Geo. Anderson, shoes, etc., sold out to Evenson Bros. 

Cape Vincent, N. Y.—S. H. Countryman, shoes, etc., succeeded by S. H. 


tryman & Son. 
Philadelphia, Pa.—H Rosenzweig, shoes, reported left town. 
Chaseburg, Wis.—Gus Wrobel, shoes, etc., sold out to D. O. Stevlingson. 
Weyauwega, Wis.—A. J. Wait, shoes, etc., out of business. 
Three Rivers, P. Q.—Eureka Shoe Co., Ltd., shoes, incorporated with capital 


of $100,000. 


Coun- 


BOSTON DEPARTMENT 
(Concluded from page 65) 

Mr. Donovan is one of Rockland’s most public spirited citizens 
and has done much to advance the business interest of the town. 
He was president of the Commercial Club a number of years, 
and is now chairman of the State Bureau of Labor and Indus- 
tries, a member of the Ancient and Honorable Artillery Com- 
pany, and other organizations. 


New Local Concern 


Northwestern Leather Company, incorporated under the 
jaws of Michigan, has reincorporated under the laws of Massa- 
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Suspensions and Changes 


chusetts. Capital is $1,500,000 divided into 60,000 shares of 
preferred and 90,000 shares common, both $10 par. 


New Boston Leather House 


An item which appeared last week was somewhat misleading. 
The new concern, the C. D. Kepner Leather Co.. succeeds 
Grey, Clark & Engel, who are selling agents for the Widen- 
Lord Tanning Co. Mr. Abbott of the former mentioned firm 
retires from active business. W. Thatcher Hollis, for years 
with A. C. Lawrence Leather Co., with Mr. Kepner have formed 
the new concern of C. D. Kepner Leather Co. W. H. Daven- 
port, long known as a salesman in the leather trade, and W. H. 
Slade who has had charge of the office force of Grey Clark & 
Engel also have an interest in the newly established house, 
which will continue business at the same location 137-139 South 
Street, Boston. : 


ROCHESTER 


Shoe Repairers Organize 
At a meeting of the proprietors of shoe-repairing establish- 
ments, an organization to be known as the Master Shoe Repair- 
ers’ Association of Rochester has been formed. 


The association will meet every Wednesday night at the 
Hotel Strassburg, and all men who are eligible for membership 
are invited to enroll. The officers are: President, Nicholas 
Becker; vice-president, W. F. Quinn; secretary, Alva Perry; 
treasurer, Franklin Lenhardt. 

Owing to the increase in the price of leather and other ma- 
terials used in repairing shoes, it has become necessary to raise 
the price of work and it is the idea of the new association to 
consider the matter of standard prices. 


News Notes 


The J. G. Travers Co., dealers in shoe supplies have opened a 
branch store in San Francisco. They are represented by S. L. 
Hooper and H. H. Knox. 

George M. Denny, of the James A. Bannister Co., of Newark, 
N. J., shoe manufacturers, has just been.elected a member of 
the board of directors of the Newark Board of Trade. 


Certificate of incorporation has been filed by the Union 
Shoe Co., of Lynn, Mass. The Incorporators include Jas. D. 
White, Percy N. Sylvester. Capital is set at $35,000. 


Salesmen’s Headquarters Opened 


National Convention to Gather in St. Louis, 
, January 3 and 4 


Headquarters for the convention of the National 
Shoe Travelers’ Association, which is to be held in 
January, have been opened in the Planters Hotel, 
and committee meetings in preparation for the as- 
semblage are in almost daily progress. It is intended 
to make the convention the most attractive and the 
best-attended of any that has ever been held by the 
organization. 
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Classified and Opportunities Department 


“Recorder” rates for space less than one-eighth 


page per issue: 


Space 1 time 7 times 13 times 
1 inch $4.00 $3.00 $2.75 
2 inch 8.00 6.00 5.25 
3 inch 12.00 9.00 7.75 
4 inch 15.00 12.00 10.00 


26 times 52 times 


OSITIONS WANTED: Three cents per word for 
each insertion. 
sixty cents. 

five cents per word for each insertion. 
amount accepted, One Dollar. Ads under this head- 
ing will be received up to 5 o’clock Tuesday, P. M. 
When advertisers desire answers to come in care of 
this office, twelve words must be allowed in each ad- 


Minimum amount accepted, 


For other ‘‘Want’’ advertisements, 


Minimum - 


When advertisers desire re- 


plies forwarded direct to their address, each word of the 
address must be counted in the advertisement and 


paid for accordingly. Answers to ads must be sent 


$2.50 $2.00 
4.75 4.00 vertisement for address. 
7.00 6.00 
9.00 8.00 under letter postage. 


Payment in advance is required, except when regular advertisers, as amounts are too 


SALESMEN WANTED 


small to open accounts 


HELP WANTED 


FOR SALE 





ANTED—A live wire in Pennsylvania and 
bordering territory, also New York State, 
to sell as a side fine, under liberal terms, the famous 
Fox line of infants’ high-grade soft soles, a line 
which for twelve years has set the pace. Small, 
classy sample outfit. Do not apply unless you have 
a trade acquaintance in your territory. F. J. Fox 
Company, Manufacturers, Rochester, i 


ANTED—By department store in Buffalo, 

N. Y., an experienced buyer for women’s 

and children’s shoe department. Splendid oppor- 

tunity for young man of energy and ability. State 

experience and salary desired. Address ‘‘Oppor- 

tunity,’ care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 








ALESMEN WANTED—For an established in- 
stock line of boys’ shoes, showing unusual val- 
ues and selling features. Commission only. Splen- 
did opporunity for capable, ambitious young meno 
who have been successful selling jobbing lines in 
small territories. Territories open: Southern Ohio; 
Missouri and Southern Illinois; Kansas and Ne- 
braska; Iowa. Address, with details of experience, 
Federal Shoe Company, Lowell, Mass. 











WANTED 

Four live salesmen for Virginia, North and 
South Carolina, Missouri and Kansas, Eastern 
Ohio and Western Pennsylvania, Alabama, 
Mississippi and Louisiana, by a progressive 
Cincinnati manufacturer of women’s shoes. 
Must be experienced men who have traveled 
in these territories. Give all information and 
references in first letter, which will be held as 
confidential. Address A794, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 

















POSITION WANTED 


XAPABLE salesman, experienced, wishes to 
$ connect with reliable jobber or manufacturer. 
Highest references. Address J38, care Boot and 
Shoe Recorder, 127 Duane St., New York City. 





LINE WANTED 


IVE WIRE buyer and manager of shoes open 

for connection. Competent end no four- 

flusher. Address A793, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 


oa. shoe buyer wishes to connect 

with a progressive wholesale house. Have 
record of success. At present employed. Address 
A795, care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 


a... who are in a position to 
y _ carry as a side line our soft soles and infants’ 
flexible turns, sizes 1 to 5. Every number carcied 
in stock ready for i diate ship t and highest 
commission paid. Inquiries solicited from parties 
having an established trade and wishing to connect 
with a thoroughly reliable house. Give all details, 

& 














HOE STORE for sale in central Illinois, 6500 

peoceies: clean stock; invoices about $8,500; 

can reduced; good location; — lease; stag 9 

good business; good reason for selling; a splendid 

opportunity. Address A798, care Boot and Shoe 
Recorder, 207 Souch St., Boston, Mass. 


A GILT EDGE 
INVESTMENT 


I have for sale a block of stock in the 








Haynes Henson Shoe Co.,Inc. 


of Knoxville, Tenn. This is a very attrac- 
tive investment. The company is an old- 
established firm and absolutely d 

Will bear the strictest investigation. For 
full particulars address Mrs. J. A. Henson, 
1030 N. Broadway, Knorville, Tenn., or 
John W. Green, Sol., Bank and Trust Bidg., 
Knorville, Tenn. 














territory covered and full references. dg 
Milow Shoe yo Inc., In-Stock Department, 


Rochester, N. 


ANTED—Woman’s Comfort line for Mis- 

souri, have an established trade. Could 

take in Kansas or Eastern Kansas. Must be first- 

class turns and amy > High and medium grade. 

Lynn men get busy. Address A788, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 











IRST-CLASS young shoeman wants change by 
February Ist. Specialized in fitting high-closs 
trade. Capable of managing and buying. Window 
dresser. arried. Best reference from present 
and past employers. Wisconsin or northwestern 
city. Address A792, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 


ARRIED man, thirty years of age, wants 
entire charge of shoe store. Store preferred 
which is in run-down condition or where “‘some- 
thing is the metter,”’ but maintains a good reputa- 
tion for fair dealing. Al references, and bond if 
required. Middle West or Fast preferred. Ad- 
dress A791, care Boot and Shoe Recorder, 207 
South St., Boston. Mass. 





TO INVEST 


ANTED—Hundred thousand dollar cor- 
poration of high standing h pening for 
several state managers who are in position to in- 
vest from one to five thousand dollars in the com- 
pany’s securities during employment. Ex-shoe 
retailers preferred.’ Only first-class men need ap- 
Rly; Salary and commission. References required. 
dress A789, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 

















FOR RENT 


OR RENT OR LEASE—A splendid location, 

including ell necessary fixtures, for an exclusive 

shoe store, especially an advertised line. —— 

tion, 70,000, live city in Illinois. Address A796, 

care | en and Shoe Recorder, 207 South St., Bos- 
ton, Mass. 


| RENT—Space for shoe department in a 
new department store in the fastest growing 
manufacturing city of 16,000 in the Middle West. 
Will open March Ist. Address 16,000, care Boot 
and Shoe Recorder, 207 South St., Boston, Mass. 














WANTED TO PURCHASE 








OSITION WANTED—Experienced shoeman 
desires location in California as manager of 
shoe store, or shoe depertment. Now in retail 
business. Address A786, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 


or MAN with large acquaintance in the 
shoe trade desires — as_ salesman. 

Best of references furnished. Desires change from 

gecent position. Address A752, care Boot and Shoe 
ecorder, 207 South St., Boston, Mass 











SALES MANAGER AND CREDIT 
MAN 


Has been connected for 9 years with one of 
largest manufacturers of men’s shoes in New 
England. Desires to make a change. Highest 
references as to ability, honesty and energy fur- 
nished. Address A799, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 








FOR SALE 


OR _ SALE—An addressograph in fine shape, 

f with 3,000 holders. A set of 3 s.ations of Lam- 

son's air parcel and cash carriers complete, also a 

al baler. Address A797, care Bont and Shoe 
ecorder, 207 South St., Boston, Mass. 











; FOR SALE 

Established shoe business of twenty-five years’ 
standing $35,000 stock of women’s, men’s. 
boys’, girls’ and children’s shoes. Best-equipped 
store in Syracuse, New building built 
for the shoe business this year. Stocked with 
new shoes when prices were low. Beautiful 
show windows; abundance of daylight. Pro- 
preames money-making cash business. I own 
uilding. Will sell stock with or without lease. 








4 J. Hamilton, 457 S. Saline St., Syracuse, 


We Buy for Cash 


Manufacturers’, Jobbers’ and 
Retailers’ Surplus Stocks, Jobs, 
Closeouts. 

NO QUANTITY TOO LARGE 
We also purchase entire stocks 
from retailers or manufactur- 
ers. Send us particulars of 
what you have for sale. 

We Pay Highest Cash Value 


VAN PRAAG & CO., 


Shoe Dept., Martia Posner, Manager 


15-17 Greene St., New York, N. Y. 
Telephone 2248-2249 Spring 
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WANTED TO PURCHASE 








Highest Cash Prices Paid 


for entire shoe stocks. We also buy 
your surplus or slow sellers. Quanti- 
ties no object. Retail or wholesale. 
Short term leases taken off your hands 


Wire or Phone us 
Correspondence Confidential 
stablished 1890 


GLAUBERG & CQ. 
520-522 Broadway, New York, N. Y. 


We also purchase clothing, 
hats, furnishing goods, etc. 




















CASH PAID 


for shoe stores or surplus stocks of shoes 
or for other merchandise. Leases taken 
over. We will send a representative to 
investigate and make offer upon request 


Max Kalter Mercantile Co. 


106 Grand St.,NewYorkCity. Phone,Spring9413 











Highest Prices Paid for "Close Outs 
We will at any time buy 10 to 100,000 pairs of 
shoes, Factory seconds, surplus lots, Old Fash- 
ioned Shoes, Entire lants, Wholesale Stocks, 

Retail Stores, etc. e have an unlimited ex- 
port —_—— ~ — _— price by deal- 


ing direct with | merchandise 
stocks of every xe small or large, new 
or old style. ~~ confidential, in- 


stant attention. Est. 1 
New York Export — 2 Corporation 








42 Lispenard St. New York City 








Retailers --- Manufacturers 


Surplus Shoe Stocks 
SLOW SELLERS 
HIGHEST CASH PRICES PAID 


Drop a Line to 


A. M. SACKS 


19 Albany Street Boston, Mass. 








Do You Wish to Raise Cash Quick? 
Entire or surplus stocks of shoes,drygoods, 
clothing oat merchandise of ali, kinds 
bought for coat cash. Short term leases 
taken off your hands. Retail or wholesale 
BEFORE SELLING WRITE US 
Communications Strictly Confidential 
Beoskiye | CW ALKER, Fro yndicate 
K WALKER reer 
610 BROADWAY, BR YN, N. Y¥. 
Tel. 2328 Willtumebury 
aieeennenitiedadendadenm 











We Pay Highest Cash Prices 


For Unsalable Merchandise 
SHOES, CLOTHING AND FURNISHINGS 
Send us your goods. We will quote prices. 
If not satisfied we will return g s and 
pay freight both ways. Best of refer- 

ence furnished. 
IONA SALES CO. 








385-387 Broadway New York 











MISCELLANEOUS 





7 


Hamlin Co. Retires 


Buffalo, N. Y.—A. E. Bartlett, shoe 
buyer at the Hamlin Co.’s department 
store, Buffalo, recently figured in a 
“closing out sale’’ of the Hamlin stock, 
which has been bought by A. Schaap & 
Sons, New York. The Hamlin store has 
been in business for nearly fifty years. 
The Hamlin Co. recently announced its 
retirement. 

‘“‘There is nothing definite as to whether 
he will continue this store after the stock 
is disposed of,’’ said A. Schaap, head of 
A. Schaap & Sons. ‘‘We have options on 
the store but it will be several weeks 
before we decide on our future steps.” 
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MISCELLANEOUS 





AGENTS WANTED 








REECE’S ROCKER BOTTOM 
WOODEN SOLE SHOES 








Used in all 
damp, cold, 
wet and hot 
places 


501. Oil Grain Wa roof Shoe .. $1.65 
507. Black Pebble Split Shoe .... 1.35 
600. Ten-inch Oil Grain Lace Boot 2.20 


601. Fourteen-inch Oil Grain Regular Boot 3.15 
Send for illustrated catalog 


REECE SHOE CQ., Columbus, Neb. 


sa tb ' ce 
i gy oH Bas. 
HEEL a 
COUNTER 
SUPPORT 


Without With A ae ka Weak 








Prevents the Counters of a and 
Shas fre fom uneing Over 


For Sale by mr ; ~ Dealers 
ware of Imitations. 


VARNUM IMPROVED SIZE 
STICKS 





U. S. Standard 
Ask Your Dealer For Them 


F. W. WHITCHER COMPANY 
Boston and Chicago 





Bicycle 
STEP 
LADDERS 


are made in 
many styles 
and to fit 
all kinds of 
shelving. 
Send for catalog 


giving full descrip- 
tion and prices 





The Bicycle Step 
Ladder Company 
67 Randolph Street 

hicago - - Ill. 























Resident Boston Buyer 
For Jobbers and Large Retailers 
— whe quickly—it is difficult 
to know where to get the shoes you 

want in a hurry. 
Write or wire your needs. I will fill 
them for you. 
GEORGE GREGORY 
Rice Building BOSTON 














B. W. GODSOE, Pres. 
W. G. DONALD, Vice-Pres. 
F. E. JONES, Treas. 


F. E. JONES COMPANY 


coors MAT KID 


95 South Street. Boston © 





Every Shoe Store Needs 


a pair of 


“MANCHESTER” 


(Trade Mark Reg. U. S. Pat. Off.) 
CURVED JAW CUTTING 


NIPPERS 


The only nipper made 
which is just the right 
shape to cut out tacks on 
the inside of shoes. 


‘* Manchester ”’ 


Trade Mark Reg. U.S. 
Pat. Off. 





nippers are made of high 
grade tool steel, nickel 
plated with a curved jaw 
that enables vou to cut the 
tacks close to the insole. 


Be sure and specify 
“MANCHESTER” 


curve jaw when ordering. 






MAH D 1} HAs 


Write us direct if your 
dealer cannot supply you. 


Price, $2.50 


Frank W.Whitcher Co. 


Patentees and Manufacturers 


Chicago Branch 
Boston, Mass. 323-325 W. Lake St. 
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IRST HAND KNOWLEDGE OF FOX 
FOOTERY WILL PUT YOU ON 
INTIMATE TERMS WITH THE 
WORLD’S LATEST CREATIONS. 
KNOWLEDGE OF THIS ULTRA 
MODERN LINE WILL ALSO EN- 
ABLE YOU TO SPEAK WITH 
COMPETENT AUTHORITY ON 
QUESTIONS OF CORRECT STYLE 
IN SLIPPERS AND PUMPS. @AND 
WITH FOX CREATIONS BRICHT- 
ENING UP YOUR WINDOWS AND 
STOCK YOU WILL FIND MORE 
AND MORE OF THE HIGH-CLASS 
DESIRABLE PATRONAGE IN YOUR 
LOCALITY BEING ATTRACTED 
YOUR WAY. @STOCK FOX 
FOOTERY NOW IF YOU WOULD 
HANDLE A POPULARLY PRICED 
HIGH-STYLE LINE WITH A BIG 
SELLING. PUNCH. 





CHARLES K. FOX, INC. 
HAVERHILL, MASS. 





“THE TEXAS TOMMY” ‘ 
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Bid for Business During 1917 
With the “Barry” Shoe 


Then at the end of the next fifty-two weeks we have every reason to 
believe your sales will total greater than the year just past. There are 
possibilities for big Winter business for the dealer who starts retailing 
“BARRY” shoes now. 





| STOCK DEPARTMENTS AT BROCKTON 
AND NEW YORK 








Stock No. 936—Pippin Last, Gun 
Metal Button, Mat Calf Top. 10-8 
inch Broad Heel, Single Sole. C and 
D Widths. Sizes 5 to 10. . Price $3.75 


Stock No. 933—(Unbranded) Cam- 
us Last, Patent Button, Black Cloth 
op, l-inch Broad Heel. B, C and D 

Widths. Sizes 5 to10....Price $3.60 


Stock No. 943—(Unbranded) oe 
Last, Brown Cordovan Bal, 1-inc' 

Broad Heel, Single Sole. A, B, C and 
D Widths. Sizes 5 to 10..Price $5.75 


Stock No. 941—(Unbranded) Copley 
Last, Gun Metal Bal, Rex Caf Top, 
l-inch broad Heel, Single Sole. B, C 
and D Widths. Sizes 5 to 10. 

Price $3.50 


Stock No. 938—Turk Last, Black 
Vici Blucher, 10-8 inch Broad Heel, 








Stock No. 935—(Unbranded) Regis Stock No. 940—Plaza Last, Gun Single Sole. C, D and E Widths. 
Last, Gun Metal Bal, Mat Calf Top, Metal Blucher, Rex Calf Top, 11-8 ee L reeererre re Price $4.00 
l-inch Broad Heel, Single Sole. B, inch Broad Heel, Single Sole. C, D 
C and D Widths. Sizes 5 to 10. and E Widths. Sizes 5 to 10. 

Price $3.75 Price $3.50 








—-T.D. BARRY COMPANY-— 


Brockton, Mass. 
BOSTON OFFICE NEW YORK OFFICE 
183 Essex Street, Room 204 819-A Flatiron Building 
Address all Communications to our Brockton Offices 
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SPECIALTIES 


145 DUANE STREET, 
NEW YORK CITY. 


AN EXHIBIT 


7 
For thefconvenience of our customers in all sections of the country 
who may be in Boston during January, we have secured 


Rooms 330-332 


HOTEL ESSEX 
BOSTON, MASS. 


Where we {will show our complete line of over one hundred and 
fifty styles of Women’s Novelty Footwear that we carry 


IN STOCK—RIGHT NOW 


TURNS — WELTS — McKAYS PRICES $1.85 TO $7.35 


WIDTHS#AA§TO D 
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Here you will see the most marvelous creations in down-to-the-second 
footwear, as well as honest-to-goodness McKay boots that can be 
retailed for $3.00 at a good profit. 


Get acquainted with this wonderful line and please remember 


IN STOCK—RIGHT NOW 
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' EXHIBIT BY 
YOUNG 
MR. E. G. MEYER H. W. LEDERER UNG MEYER 
IN CHARGE iniiitinie ASSISTING 
DUANE SHOE CoO., 














NEW YORK 


A) 
7 
4) 


¢, 
ag 
2 e 








> 


a 
= 


a 


BOOT AND SHOE RECORDER 


Jan. 6, 1917 








Money, Money, Everywhere 


ayaa 


MONTHLY 
BALANCE SHEET 


The Brenard Sales System is the name of a Service 
for putting new life, force and profit into a stagnant 
retail business. Its purpose is to speed up sales, col- 
lect accounts, check competition and enlarge trade 
territory. 


But more important still—The Brenard Sales Sys- 
tem will enable the discouraged, overstocked store- 
keeper to Clean Up; to clean out old stock, clean 
up old accounts. In a word, to start Anew with a 
ep, fresh stock, balanced books and money in the 

an 


The Brenard System is no ready-made cure-all. We 
have no fixed plans of stereotyped methods. Every 
campaign operated under the Brenard System is built 


Self Analysis Sheet 


To help determine whether or not a 
business is in a satisfactory condition and 
whether a Service such as we are capable 
of rendering is needed, we have prepared 
a Self Analysis Sheet. 

With this sheet, any merchant can, in 
the privacy of his home or office, fill in 
the data required and make a reasonably 
accurate analysis of his business without 
expert help. These sheets are for private 
use and are nof to be returned to us. 
Sent Free on Request. 


Brenard Service never “sold” in the sense of 


But Not a Cent To Spend 


Here is a composite picture of 10,000 retail store- 
keepers engaged in the depressing task of trying to 
juggle the figures on their last. balance sheets so that 
they will show some semblance of a profit for their 
month’s work. 

The figures on these balance sheets represent a 
huge sum of money. But the greater part of it is 
either coming in or going out, and only a pitiably 
small part of it seems to find its way into the indi- 
vidual pockets of the 10,000 men who work 10 hours 
a day and plan half the night to produce it. 

These balance sheets tell a curious “story of how 
busy men buy goods, some of which sell and some of 
which only clutter up the shelves; how people buy 
these goods and promise to pay, but don’t; how the 
goods pile up and the debts pile up until these men 
are compelled to scrape, pinch and borrow in order 
to buy new, fresh goods which their trade demands. 

Can you, by any chance, be one of these 10,000 
men? Would you like to separate yourself from the 
hard-work-for-small-profit class—turn that old, shelf- 
worn stock into ready capital and those past due ac- 
counts into real cash? Youcan! Put your difficulties, 
as 2,600 other merchants have done, up to the men 
behind the 


BRENARD 
Sales System 


on facts obtained by a thorough analysis of the mer- 
chant’s accounting, buying, selling and advertising 
methods and policies. 


We are neither Auctioneers, Special Sale or Adver- 
tising me ee Conductors. Our services are purely 
professional in character, and we are retained on the 
same basis as a Lawyer, a Public Accountant or Effi- 
ciency Engineer. 


2,600 merchants in practically every line of business, 
facing the crisis of —— their business on a sound 
paying basis or losing it, have seen fit to place their 
destinies in our hands. Hundreds of letters in our files 
bear witness to the efficiency of our methods. These 
letters are open to any merchant who wants the facts. 


Brenard Service Never “Sold”? Brenard’s “Blue Book” 


A text-book on the economics of Re- 
tailing. Gives a clear and comprehensive 





hant regardless of his 
requirements. All Brenard Campaigns are pre- 
ceded by a careful analysis, and unless the con- 
dition of the merchant’s business actually war- 
rants our service, he cannot retain us. 


being urged upon the 


explanation of the principles of figuring 
profits and computing turn-overs; charts 
the cost of doing business in all lines; 

Pts + athad. for at Z P vty 
tion; outlines the principles of scientific 
buying, and contains such other vital in- 
formation that every merchant should 





Brenard Company know. Sent Free to any merchant who 


writes for it on his letterhead. To others 


Iowa City, Iowa 656. 
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Griffin Queen Quality Dressing 
Self Polishing, for Women’s and 
Children’s Black Shoes; contains Oil 
that preserves the Leather. 


$20.00 Gross $1.75 Doz. 











sorrens ie LEATHER 
AFTER THE RAIN 
GRIFFIN MFG..CO. 


69 MURRA) 
NEW YORKSA 











Griffin’s Glazed Kid Cream 
In Blue, Black, Light Gray, Dark 
Gray, Brown, Green, Red, hite, 
Ivory, Champagne 


Cleans--Colors--Polishes 
Is to the Leather what Cold Cream is 
to the Skin. 3 oz. Bottle in Beauti- 
ful Lithographed Carton. 
Price, $16.00 Gross $1.40 Doz. 














Griffin Patent Leather Cream 
> hem White ont ae me 
clean: a polishing ten’ 
leather shoes. A ‘preventative for 


cracking 
$16.00 Gross $1.40 Doz. 


GOOD SHOES NEED GOOD DRESSINGS 


GRIFFIN 


SOLVES THE PROBLEM 
THERE:IS A KIND FOR EVERY SHOE 


Ae 


Griffin Suede Powdet 





Griffin Suede Powder 
A powder cleaner for nappy leathers, in sifting top can, White‘ 
Light, Dark and Pearl Gray, Brown, Chamois, Fawn, Field Mouse, 
Gray-Fawn. 


$16.00 Gross $1.40 Doz. 





Griffin Magical Powder 


One of the two accepted ways for cleaning colored suede, 
Nubuck and nappy leathers. hite, Light Gray, Dark Gray, 


Pearl, Brown, Chamois, Fawn, Field Mouse and Gray-Fawn 
$11.00 Gross 95e Doz. 


Write for new catalog for description of 
complete line. 


If your findings jobber cannot supply 
you, we will. 


Griffin Mfg. Co. ti 


Established 1890 


69 Murray St. NEW YORK 
Conatiye | a Canadian Shoe Tinting ant Meaty Co. 


Western Office 
33 Minna St., San Francisco, Cal. 
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Griffin’s White Kidine 
An effective and safe cleaning and 
whitening fluid that cleans all white 
kid and white calf stock 
Small Size, $11.00 Gross 


95e Doz. 
Large size, $18.00 Gross 
$1.60 Doz. 


a ———— 
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Griffin Quick Cleaning Fluid 
For cleaning Silks, Satins, White and 
Colored Cloth —— 

able 


$20.00 Gross $1.75 Doz. 


GRIFFIN 
IDEAL 





Griffin Ideal Combination 
Paste and Cleaner. Made in Black 
and Tan, almost twice the size of the 
usual package, and of superior quality. 


$18.00 Gross $1.65 Doz. 
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THE ONE STAPLE THING IN 
A MASS OF UNCERTAINTY 


All materials used in the making of shoes have increased from 5 to 
150 per cent in the year ending March 1, 1916; but the cost of the 
use of the wonderful and intricate leased machines which make 
possible the economic production of modern footwear remains the 
same. The only changes in the past 15 years have been downward. 

















ROYALTY IN CENTS 


President Sidney W. Winslow of the United Shoe 
Machinery Company, in the United States District 
Court, in Boston, on January 13, 1914, made the 
following statement under oath, with regard to the 
royalty paid by a shoe manufacturer at the time the 
suit was brought against the Company in Decem- 
ber, 1911:-- 


“The average royalty paid by a shoe manufacturer 
for the use of all machines furnished by the Com- 
pany in the manufacture of all types and grades of 
shoes is less than Two and Two-Thirds Cents per 


pair.”’ 














Every student of trade conditions will be interested in the group 
of handsomely illustrated booklets which we are glad to send free 


to those who request them. 





UNITED SHOE MACHINERY CO. 
Boston, Mass. 
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Is this your window 
or your competitors * 












aere 








Never mind the windows. 
Look at the people. 


The dark window probably has as good a display as 
the light one but it doesn’t attract. 


The best window display in town is the poorest if it 
isn’t lighted. 


Darkness doesn’t aftract—not even a blind man. 
Light always attracts. 


Don’t leave it all to the sun. Old Sol is all right 
when he shines but he takes considerable time off 
in the winter and leaves the job of illuminating your 
windows and your store pretty much to ‘‘ His Only 
Rival,” EDISON MAZDA Lamps. | 








The very latest development in incandescent lamps 
is the wonderful Mazda (C) made in sizes from 75 
to 1000 watts—twice as efficient as the first tungsten 
filament lamp. No other lamp produces so much 
light with so little current. 


From your lighting company or nearest Mazda agent, 
who will help you select the proper sizes. 








EDISON LAMP WORKS 


OF THE GENERAL ELECTRIC CO. 
Harrison, N. J. ees 














EDISON MAZDA LAMPS 


Made in U.S. A. and backed by MAZDA Service 
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The Rising Generation 


will wear soles of material carefully devel- 
oped by scientific skill to give the best 
wearing qualities combined with the utmost 
comfort and durability. They will all wear 


BULL/ DOG ax SOLES 


MADE BY THE 


BOSTON WOVEN HOSE & RUBBER Co. 


CAMBRIDGE. MASS 
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Stock No. 737—Gun Metal Bal, Roya! Last. 


Price $4.25 
Stock No. 750—Dark Brown Cordovan Calf 
Bal, Royal Last ice $4.25 
Stock No. 740—Gun Metal Bal, Park Last. 


ce $3.75 
Steck No. 741—Colored Calf Bal Ps Park Last. 


ice $4.25 
Stock No. 743—Gun Metal Bal, Black Neo- 
lin Sole, Park Last ice $3.75 
geoek: Ne No. Sy yyy Calf Bal, T Tan Neo- 
n Sole, P. 
Stock No. aga Kid Bal, Unlocked ‘Tease 
Watch-Your-Step 


BOOT AND SHOE RECORDER 


STOCK NO. 737 


Last ice $4. 
Stock No. 556—Gun Metal Bal, rene Last. 
Price $3.50 
Stock No. 726—Glazed Kangaroo Bal, Lon- 

don Comb. Last ice $3. 
Stock No. 729—Gun Metal Biucher, West 
End Last Price $3.50 
Stock No. 714—Glazed Kangaroo Blucher, 
Banker Last ice $3.90 
aa No. 579—Colored Calf Bal, Westmin, 

r Last Price $4.1 
Stock No. 580—Gun Metal Bal, Wootmin- 
oe. 50 


logue. 
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Numbers below will 
be continued through 
the season. Deliveries 
can be made at once. 
For complete descrip- 
tion refer to our cata- 


Send for copy 
of this book if you have 


none. 


Stock No. 180—Kid Blucher, Tech Last. 
Price $2.85 
Stock No. 176—Kid Bal, Antikorn Last. 
Price $2.85 
Stock No. 138—Colored Calf Biashes, Argo 
Last ice $3. 


Stock No. 140—Colored Calf Bal, Plaza a 
Price $3.50 


Stock No. 141—Gun Metal Bal, Plaza yt 
Price $2.90 





ce $4.25 
Stock No. 733--Gun Metal Bal, Unlocked 
Process, — Last Pri $4.25 








E cordially invite you to view our 
W exhibition of samples at the Hotel 


Essex, Boston, Mass.,from January 
2ndon. You will be well repaid for calling 
upon us. 


STYLE 
APPEARANCE and 
WORKMANSHIP 


Characterizes the line of felt shoes offered 
by us for the season of 1917. 















The proper handling of detail so essentia 
to the production of an artistic felt slipper 
has not been overlooked in any particular. 











PRICES ARE INTERESTING! 











Worcester, Mass. 


PF FO GC ee 


Worcester Felt Shoe Co., 


Stock No. 143—Colored Calf Button, Ar, 
Last Priee $3. 


PRESTON B. KEITH SHOE CO. 


MANUFACTURERS 










BROCKTON, CAMPELLO STATION, MASS. 
BOSTON OFFICE, 207 ESSEX STREET 





Hotel Imperial 


Broadway and 32nd Street, 


THE HUB OF NEW YORK 


At Herald Square, the radial center of transpor- 
tation to all parts of the city. One block 
Pennsylvania Station; a few minutes from 
Grand Central Terminal. Subway, Surface 
and Elevated Service direct to the hotel, which 
is in the midst of the fashionable theatre and 
shopping districts. 


HEADQUARTERS FOR THE SHOE 
TRADE 






600 rooms single or en suite 
Single Rooms $1.50 per day and up 
With Bath $2.00 per day and up 


Try our new popular-priced restaurant. 
An innovation in one of Broadway’s 
Leading Hotels. 
Write for booklet giving rates and full 
particulars 
J. OTTO STACK, President 
WILLARD D. ROCKEFELLER, Manager 
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LEVOR BUCK. | 


Made of Cabretta skins finished on 
the flesh side. Chrome tanned ... 


is 
Wins 


A 


The most attractive topping stock for 
high class shoes . oe 
ii desirable fashionable shades. Ideal in appearance. 


G. LEVOR and COMPANU wwe 
Manufacturers, GLOVERSVILLE.N.U. 


NEW YORK, 88-90 GOLD STREET. 
Johns 7 Stephens Fatton Leather Co St louis. Vhe G Levor Compan i) Poston. 
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Jotel la Sale 


Chicago’s Finest Hotel 


— 





A few hours, or a few days spent at HOTEL LA SALLE 
afford a refreshing relief from the tedium of the business 
or pleasure trip. The most exacting guest finds his wishes 
anticipated, both in the essential comforts and in the 
finer points of service. 


We are familiar with the requirements of the Shoe Trav- 
eling Men;—with the assistance of our popular LA SALLE 
shoe racks at HOTEL LA SALLE, shoe men can display . 
a line of 240 shoes in 18 feet, 160 shoes in 12 feet or 90 
shoes in 6 feet of sample space. 








The central location—La Salle at Madison Street—puts 
you in close touch with the city’s activities. 





RATES 


One Person Per Day 


Room with detached bath, $2.00, $2.50 and $3.00 
Room with private bath, $3.00, $3.50, $4.00, $5.00 


Two Persons Per Day 


Room with detached bath $3.00, $3.50 and $4.00 
Room with private bath— 
Double room $5.00 to $8.00 
Single room with double bed $4.00, $4.50, $5.00 


Two Connecting Rooms with Bath 
Two persons : , . $5.00 to $8.00 
Three persons ' ‘ . 6.00 to 9.00 
Four persons ‘ ‘ . 7.00 to 12.00 
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1026 rooms—834 with private bath 


Hotel la Sate. 


Chicago’s Finest Hotel 





\ LaSalle at Madison Street 
ERNEST J. STEVENS, 


Vice-President and Manager 
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Shoe Repairing Pays 


Retailers 


Unless your store happens, thru location or other circumstances, to 
be the exception to the rule, it will pay you to let us send you the explicit 
information we have on this subject. 










READ MR. SLOANE’S LETTER 








Sloane’s Shoe Store 
Fitters of Feet—Rapid Repairing 
OXFORD, OHIO 













Oxford, Ohio, Jan. lst, 1916. 





United Shoe Repairing Machine Co. 
- Boston, Mass. 







Gentlemen :— 


We have just closed our second year of the machine 
repair outfit bought of you, and are glad to say we 
could not get along without it. It has paid for itself 
in the two years we have had it and has helped to pay 
other expenses. We have handled last year inour 
repair shop3,203 pairs of shoes, and no job was in 
the house over six hours. Ashoe store today without 
a rapid repair shop is not an up-to-date establishment 
by any means. We have, therefore, the utmost con- 
fidence in your machine and your business methods, 
and the service that you supply your patrons. 


Sincerely yours, 
(Signed) A. F. SLOANE 




























While Mr. Sloane’s letter was not written for publication, it is pre- 
sented with his permission. What Mr. Sloane has done can be duplicated 
in any live community. The demand for expert repair work is con- 
stantly increasing. The information we have regarding it is yours for 
the asking. 














United Shoe Repairing Machine Co. 


ALBANY BUILDING, BOSTON 
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Are Your Customers Wearing Frayed Ends? 


Do They Enjoy Twisting and Pushing a Piece of Fuzzy 
String Through Small Eyelets? 


You can easily gain their good will and future orders by selling them 
the best shoe lace made. 


“HUBTIP” 


NEVER PULL OFF 


Made in 27, 30, 36, 40, 45, 54, 63, 72 inch lengths. 
Colors, Black or Russet. Send us your order now for trial cabinet. 


Boston, Mass., and Chicago, Ill. 
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“7 HERE is no metal in the tips of 
remain aiways a permanent black . Never Shp. 
Made of fast color braid, will wear twice as long as ordinary laces. 


‘““HUBTIPS’’ Always Look New, Are Fast Color 





Frank W. Whitcher Co. ™s«ers 





Today is the day of high prices 
for shoes. But is the dealer’s 
profit, a profit. 

Unless he takes the trouble to 
protect himself, by showing 
the purchaser how to protect 
himself, the dealer’s sale be- 
comes a liability. 

If people are going to feel sat- 
isfied with their purchase, they 
must be shown how to get sat- 
isfaction out of their purchase. 
The daily use of Cleveland’s 
Superb Oil Shoe Polish will re- 
move the soil and stains, keep 
the leather from graying, stop 
it from cracking and make it 
waterproof. 

Retailing shoe polish ought to 
be a year ‘round business— 
help make it so. 


Alden T. Cleveland Mfg.Co. 


Boston, Mass. 


No tert 71” SHOE LACES 
“WOVEN TIP’’ 

EVERY PAIR PACKED IN AN ATTRACTIVE SINGLE PAIR CARTON. 72 CARTONS 

IN A HANDSOME COLORED CABINET WITH COUNTER DISPLAY EASEL. 


“HUBTIP” Shoe Laces, consequently, they 





GUARANTEED TO 
NEVER FRAY OUT NEVER WEAR TINNY 


SUPEEQOGGOUGOORCEGGHCGOCUREGOUGQEGULOGRCGORCROOROCERGORGREOROREERORROROSHOOUGEREERS 


When is a Profit 
Not a Profit? 








Put up also in cabinets of assorted lengths. 


TTT id 








The Shoe 


Trades Journal 


OF LONDON, ENGLAND 


Reaches every week the leading buyers of Boots and Shoes ia 





ENGLAND SCOTLAND IRELAND 
AUSTRALIA NEW ZEALAND 
SOUTH AFRICA INDIA 
BRITISH WEST INDIES 
CEYLON BURMAB 


STRAITS SETTLEMENTS, etc., ete. 


American shoe manufacturers desiring foreign trade will receive valuable 
information by reading this weekly paper 


10 cents a copy $3.00 a year 
Advertising, Subscriptions and Samples, Address 


Franklin P. Shumway Co. 


453 Washington Street, Boston 


Ameriean Representatives for all 
Foreign Shoe Trade Papers 


PU 
CODGRCRCUCUCORCRORGRRRRRRGRRRERRCORRRCRRCRRRRRORCRROREE 








vannannes 











—— 





Buyers’ Easy Reference Directory 








“Geaded Fi 
THE LACE OF QUALITY 


JSeCaLCLEC § UD ey 
rere il 


The Tips match the Braid 


All Lengths, Widths and Colors 
Ask your Jobber or write us 
UNITED LACE and BRAID MPC. co. 












ao 









[Auburn] PROVIDENCE, R. I. 





The Strong & Garfield Shoe 


12 staple sellers of these fine shoes 
for men, are carried in stock. You 
ought to have the booklet which 
tells about them. Shall we send copy? 


George StrongCom pany 


East Weymouth, Mass. 
BOSTON OFFICE, 183 ESSEX STREET 














McKays and Welts 
For the Up-to-Date Woman 





Values that stand alone at their prices 


McKay and Welt Shoes. For 
Women at Popular Prices 


COTTER SHOE CO. Lynn, Mass. 





SEND YOUR UNSALABLE 
COLORED CLOTH TOPS 
-TO US- 


We will make them a fast black that will 
not fade, and we will not soil your linings 


LEATHER SHOES DYED ALSO 
Prices according to quantity Sample dyed free 


NEW YORK SHOE DYEING CO. 
149 DUANE STREET NEW YORK, N. Y. 











The Dr. A. Reed 


FAMOUS CUSHION SHOE for WOMEN 
A reliable line of comfort shoes 
that are steady trade builders 
are essential in every well bal- 
lanced shoe store. Dr. Reed’s 
are paying the rent in a great 
many stores. 
WRITE FOR THE AGENCY 


John Ebberts Shoe Co. 
Buffalo, N. Y. 





7 matter-of-course way in 
which men everywhere ask 
for the 


Boston 


Garter 
Hag 


means quick and easy sales for you 
Two Popular Styles, Pad and Cord 
GEORGE FROST CO., Makers, BOSTON 
C.E, Conover Co., Selling Agents, New York, Chicago, Baltimore, St. Louis 

















We stand ready to ship any order in any quantity 
from Shoe Buttons to 
Shoe Repair Machinery. 

Headquarters for Find- 
4 and Shoe Store Sup- 


In the Heart 
of the Shoe Trade 


INTERNATIONAL 
SHOE SUPPLY CO. 


148 DUANE ST. 
NEW YORE, N. Y. 











Mr. BUYER 


Don’t forget to visit Kiely’s 
only exclusive White Buck 
Factory, making Child’s, 
Misses’, and Growing Girls’ 
in Welts and McKays. 


Guides furnished by applying 
to office. 
Kiely, the White Buck King of the East. 


T. J. KIELY & CO. 
LYNN, MASS. 








THIS IS KIELY 








es 
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Announcement 


When in Boston we extend to you a 
cordial invitation to call on usin our 
new office, located at 207 Essex 
Street, Room 404, where samples of 
our various products are on display 
and full information given as to 
prices and terms. 


The Wiley, Bickford, Sweet Co. 


Factories At 


‘Worcester, Mass. Hartford, Conn. 
2. & A 
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The New Style Arctic Buckle «SURE-LOCK”* operates just exactly the opposite from 
the old style. The Old Style Buckle goes UNDER the slotted plate. The New Style 
Buckle goes OVER the slotted plate and hooks down into it. 


The Advantages of the Sure-Lock Buckle: No projecting ends to catch. A wire bolt, giving it great strength. 
It locks under all conditions. Cannot be clogged with ice, sand or dirt. A positive motion to unlock it. 
Can be unlocked with gloves or without gloves. Not dependent on its spring to keep it locked. Does not 
require the fingernail to open it. Has a smooth surface. Keeps its alignment. Very neat in appearance. 
Simple in operation. Greater adjustment than any other shoe buckle. 





Jan. 6, 1916 
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The BEST and BRIGHTEST Shoe 
and Leather Trade Paper in Europe 


Circulates amongst the biggest buyers of 


Shoes, Leather, Machinery, Find- 

ings, and all accessories in Shoe, 

Leather and Tanning Materials 
The effective staff is composed of prac- 
tical men of large experience and will 
give advice on business propositions. 
The EDITOR of the “RECORDER” 

will tell you all about us 








EDITORIAL AND BUSINESS OFFICE 
4 and 5 South Place, London, E. C. 





COPIES WEEKLY POST FREE TO U.S. A. 
21% Dollars per annum Prepaid 
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Buyers’ Easy Reference Directory 
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» 74 Duane Street 





Women’s Comfort Shoes | 





OUR PRODUCT 


BALS AND JULIETS 
TURNS AND McKAYS 


OM Hisuer Hoy 


LYNN, MASS. U.9.A 


@ Seeeeueeeeeeeeeeeas 
WINDOW DISPLAY WORK  ,® 
MADE EASY a 

By the use of our large and varied assortment of a” 
NOVELTY PAPERS an 

In both sheets and rolls. a” 

Screens, Pedestals, Flower Boxes. a 
Special novelties adapted for a” 
SHOE DISPLAY WORK an 
Artificial Flowers. a 

Dept. B. * 

DOTY & SCRIMGEOUR SALES CO., INC., Su 


New York City *, 


nn 


= => 
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MACKS FGODT LIFE 


“THE SHOE THAT NEVER HAD A CHANCE” 


MACKS MEDICAL COMPANY 





333 Fremont St, Boston, Mass. 
ee 


A Treat to the Feet 





TIRED, ACHING, 
PERSPIRING FEET. 


header for THIRTY YEARS 


_ASsend for a copy of 
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HENRY LILLY CO. 


AUCTIONEERS 
88-90 READE ST., N. Y. 
TRADE SALES 


; of 
SHOES and RUBBERS 


Every Wednesday and. Friday 


- 





PULTE 


gHOMPSON SHOE CO. 


ST. PAUL, MINN. 
MANUFACTURERS OF 


WORK SHOES 


Let 





We carry a complete stock on the floor. 
us send you samples. 


We also make a complete line of Men’s, Wo- 
men’s and Boys’ Hockey and Skating Shoes. 


We have some open territory for good salesmen 


SUCEEUGUCERECOQOEEOQGUEECEOQGREORGGGGEUGOGEERGGGGRCUSORERREQGGQOGGCQREROGCRORDEEER 


Strootman Cushion Arch Molds 


Put elastic cheer in your foot-troubled 
customer’s step. 

They instantly relieve weak, sore and tired 
aching feet because they are light, comfort- 
able, foot-conforming and shoe-fitting. 


UNDER TROUBLED FEET 


are a long-felt want to prevent falling of 
the arch and protect active feet against 
common foot troubles. 

Strootman Cushions scientifically 
built of a high-grade piano felt to give 
plain, every-day satisfaction and make 
new friends for you. 

Write for literature today. 


John Strootman, Buffalo, N. Y. 


are 





HOUDEUQUGUGUGEGOGOUOEGUGUGHGEGECCUCUGHOOUEDERORECOUOLOLORCOROOORCROUOEOEQOUSUOGE 
HEADQUARTERS FOR 


Ladies Skating Boots 


A new idea, supporting lace band giving 






extra strength where needed. 


IN STOCK 


Tan Lotus Calf 
Black Box Calf 


AtoD2\%to7 
9 In. height Goodyear Welt 


$4.00 
$3.75 


Style 4930-1 


122-124 Duane St., 


Powell x , NEW YORK CITY 


OE CO. =~ 


* YORK 
100 READE ST., N. Y. 


OVERGAITERS 


White as the driven snow 
Shapely as Venus De Milo 











IN STOCK 
I TR Wes. 2:5. 5,6:.6 ace pwlerh 05-4 e60 8:4, ose $12.00 
Also 
= Stock No. 1021—Pearl Gray................. 12.00 
= Stock No. 1022—Champagne................ 12.00 
= Bega Me. BORO“ TOMOS. «0.25 ccc ccceceves 12.00 
= Stock No. 1035—Chamois..................- 12.00 


Send for Sample Dozens. 
PTT 
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_ | White Shoes 
The Spring Sellers 
\ TILL you have enough good fitting, 

stylish, well made turns? 

| We are booking orders for April Ist, 
| delivery on Turn Boots and Pumps 
| made from Blumenthal’s White Wash- 
able Kid, White Clio, White Nu Buck, 


| White Reignskin and White Sea Island 
to retail at $3.00 to $10.00. 


ELLIS, EDDY CO. 


(SHOEMAKERS) 
HAVERHILL, MASS. 
Boston Sample Room, 207 Essex Street 











Learn Chiropody 


Earn up to $5000 per Year 


24s 












——— — —_— iis 


|] PROMPTNESS 
COLD WEATHER 

OVERGAITERS 
PROFITS {| 
s The Story in a Nutshell---Prompt Ordering § 
Means Complete Shipments 


— _= a —_— 


















HOE salesmen have the hest quali- 
S fications for learning the chiropod 
profession because of their famil- 
iarity with the feet. Many former shoe 
men are now professional chiropodists, 
ith possibilities for earning up to 
5000 per year. The same chances are 
yours, for the field is undeveloped and 
uncrowded. 

The course is easy and requires only 
eight months to complete, and you can 
earn your way through 54 Bg owing in 
the C an shoe stores. e have ob- 
tained such positions for other students 
and will be glad to do the same for you. 

Our course is most complete in 
every detail, and upon your graduation 
you will receive a di ar conferring 
as you the degree of D. S. C. (Doctor 
of Surgical Chiropody). 

Graduates are prepared to pass any 
state board examination. 

New classes forming now for January 
2, 1917. Send for literature. 









WE HAVE IN STOCK 
Felt Overgaiters—White, Chamois, 
Pearl and Dark Grey 
8 Button $12.00 Doz. 
10 Button $15.00 Doz. 


Cloth Overgaiters—White, Pearl, 
Dark Grey and Fawn...... $15.00 


Finest Box Cloth and Broadcloth, 
White Chamois and Grey........... 
$18.00 to $27.00 

















Better Send in That Order Now 








ILLINOIS COLLEGE OF CHIROPODY 
1321 N. Clark St. CHICAGO, ILL. 
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GOLD AND SILVER SLIPPERS § 


uire GOLD ani SILVER MET- $ ‘ 
ALLIC RIBBON for lacesand bows. 


Pattern No. 8897 
Widths—} and % in. 
10 yard pieces 


FOR EVENING SLIPPERS, OPERA, ; 
BALLET TIES AND GYM. SHOES | 


f 
f 
f 
{ 
f 
use ‘‘Chandler’s Perfection — 
f 
f 
f 
{ 
{ 






5 


Double-Face Satin Ribbon”’ 
Pattern No. 750 

Widths— and % in. 

10 and 50 = pieces 

Colors—Black, White, Silver, Gold, 
and Evening Shades 


Cc. A. BROWNING COMPANY 
30 FRANKLIN ST. - - BOSTON g 




















ELLERS-EVERS:CO-IN 


WOMEN’S 
STORM SHOES 


IN STOCK 


3518 Wo’s All Tan Lotus Lace, Tip, 
12-8 Cuban Heel, Widths Bto D $4.25 


3517 Wo’s All Black Storm Calf Lace, 
Tip, 12-8 Cuban Heel. Widths 
BtoD $3.50 


M--rr"i<oZ 
N--rn"< 


“WEARPROOF”’ LININGS— 
WELTED McKAYS 


© 08 READE ST-NEW YOR © 


Everything in 
Wood Heels 


Our experience and time at your service 


BEST WORKMANSHIP 
PROMPT DELIVERIES 


A. R. WADE & CO. 
HAVERHILL, MASS. 


quality shoe laces for 
every requirement 


In bulk for the factory trade. 
Single — for the fine job- 
bing trade. 


Finished with Nufashond 
Fabric Tips (patent applied 
for). Part of the braid itself. 
Rustless, water-proof, won’t 
pull off. 


Samples and particulars 

upon request. 

Narrow Fabric Co. 
Reading, Pa. 











3 IN STOCK 
| SATIN SLIPPERS 


FOR EVENING WEAR 


mM Made of good serviceable satin, in operas, 
N with and without rosettes. In Cuban or 
1-2 Louis heel to match. Black, white, 

3 pink, blue. 








SLIPPER CO. 
116 Duane St. 
NEW YORK, N.Y. 


TERMS 


3% 10 days; 
o days, net 
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‘COLUMBIA | 


FIBER COUNTERS 


EXCEL IN QUALITY — PERFECT FIT 
WATERPROOFING AND DURABILITY 
We assure you satisfaction os 


‘COLUMBIA COUNTER CO: 


349 CONGRESS ST. BOSTON, MASS. 
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¥ FRANKLIN 
MACHINE CO., Nc. 


189 Charles St. 
PROVIDENCE, BR. I. 


f ENGINEERS 
4 FOUNDERS 
and MACHINISTS 


Manufacturers of 
Shafting, Pulleys, 
4 Hangers, Bearings, 
= Couplings, etc., Iron 
Castings, General 
Mill Repairs, Special 
Machinery for Tex- 
tile Work, Ball- 
Winding Machines, 
= Cotton Bat Heads, 
Dressers. 


















Original In Use 
Over Sixteen Years : 












IMPROVED VENTILATING CORSET 


ANKLE SUPPORTS rar | 
SELL NOW 


NATHAN ANKLE SUPPORT: 

WILL STRENGTHEN ANKLES 
Cures Sprained Ankles—For Children 
Learning to Walk—FOR SKATING 








Order by Name from 
your Jobber or fe 


oan ae is Tr—3 
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Nathan Anklet Support Co. 


81-90 Reade St.. New York City 
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EDERAL 


FIBRE SOLES 


Federal Fibre Soles are unequalled 


for uniformity of quality, comfort 


and durability. 


They are made for men and women, 
in all standard shoe sizes and to 
meet the present day require- 
ments of leading shoe manufacturers 
everywhere. 


Our piant is one of the largest in 
the rubber industry, and with our 
exceptional production facilities we 
can assure unusually prompt de- 
livery. 


Further information, samples 
and prices on request. 


THE FEDERAL RUBBER CO. OF ILLINOIS 


Factories: Cudahy, Wisconsin 


Mfrs. of Federal Automobile Tires, Tubes and Sundries; Motorcycle, Bicycle 
and Carriage Tires: ; Rubber He els, Fibre ) Soles, Horse Shoe Pads, Rubber 
Ma and M Goods. 
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Values in shoe merchandise that you can depend on—that’s the 
standard we have established and live up to. 





Positively 


Style No. 3020B— Women’s Black Vici High 
Cut Polish, Goodyear Welt, Half Louis 
Leather Heel. Widths B,C, D. Sizes 244 to 


| Samuel Cohen, 





| 36-Pair Cases Only 







Style No. 3106—Women’s Gun Metal, Dull 
Top, High Cut Polish, Low Heel, McKay, 
English Last, Imitation Tip. Widths C and 
D. Sizes 2% to 6, 3 to7, 3 to 8. . Price $2.25 


Style No. 1422—Same shoe as Style No. 


: 


3106 in Plain Toe. idths C and D. Sizes 


2% to 6, 8to7,8to8.......... Price $2.25 


Jobs and Noveltiesscce. 


In stock for 
Immediate shipment 
Terms: Net 30 Days 
F.O.B. Boston 






Style No. 3103B—Women’s Tan Vici, Cham- 
pagne Top, High Cut Polish, McKay, Half 
ouis Leather Hecl, 3-4 Foxed. Widths C 
and D. Sizes 2% to 6, 3 to 7, 3 to 8. 

Price $2.85 


Style No. 3104B—Women’s Tan Vici, Cham- 
Regne Top, High Cut Polish, McKay, Low 

ilitary Heel, lish Last, Imitation Tip. 
Widths C and D. Sizes 2% to 6, 3 to 7, 3 to 
OPE IRS EE Ee, Price $2.85 


72-82 Lincoln Street 
Boston, Mass. 
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“If a man can write a better 
book preach a better sermon ot 
Sore sett ., make a better mouse-trap than lus 
. nerghbor, though he build his house 
in the woods, the world will make 
a beaten path to hts door” 
—Emerson 





Standard Fine Felt Footwear is shipped direct from 
our large California factory and thru our New York, 
Chicago and San Francisco offices to all parts of the 
country and thruout the world. 


Owing to the immense success of the Standard quality line, we are 
compelled to immediately double our entire manufacturing facilities. 
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Fine Felt 
Footwear 


Announcing 


The Continuance of our 1916 Policy 
Consistent Profits to Dealers 


SO extremely successful has been 


our policy of selling direct to the dealer 
and eliminating the jobber that we have decided to perma- 
nently adopt it. This change in policy made last year has 


met with marked favor thruout the country, for by selling 
direct to the consumer thru the medium of the dealer, the latter is given a 
better, legitimate profit; newer and more distinctive styles may be Eieoak 
a strict standard of merchandise is maintained and we are able to give the 
dealer better service and guarantee absolute satisfaction 


191i 7 


A Year of.Striking Novelties 


We pioneered novelties in 1916 and proved conclusively that there was a far greater 
demand for novelties than for the old stereotyped styles Every indication points to 1917 
as a year of unparalleled popularity for novelties in fine felt footwear Common, stereo- 
typed lines will be discarded We have fortunately anticipated the great demand for 
extreme novelties and are better able than any other manufacturer in the world to supply 
you with what the consumer wants. 

By dealing thru the jobber you are unable to obtain the crisp, novelty effects such as 
appeal to the public and awake enthusiasm to buy Order direct from us and be assured 
of obtaining the right stock. 


10 Additional Shades Offered 


We are alone in the production of every shade of felt footwear, and in spite of the 
dye situation which has resulted in curtailing the wide list of colors for most felt manufac- 
turers, we have added ten more new shades—Shell, Pink, American Beauty, Chamoise, 
Robin Egg Blue, Peacock Blue, Turquoise, Furlana Green, Belgian Blue, Burgundy and 
Sage. The almost limitless number of colors and novelties we are offering this year 
exemplify the highest degree of pleasing attractiveness The rich and harmonious com- 
bination of cheery colors found only in the STANDARD line appeals to every customer. 


Our 1917 line is a triumph of quality—it embodies exclusive novelties of striking 
attractiveness. You must see this line. Salesmen are starting out the first of the year 
and one will soon be in your territory Write or wire us to have him show you samples. 


Standard Felt Company 


General Offices and Factories 


West Alhambra, California 


New York San Francisco Chicago 
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Twenty Best 
Retailers 











Twenty of the best shoe retailers repre- 
senting the big retail centers in the North- 
western States have joimed forces with 
Educator Shoes. 


Why? 


Because each of them realizes the wonderful salability of 
Educator Shoes. 





Because each of them knows that the national advertising 
of Educator Shoes has created a consumer demand that 
means money to them. 


Because each of them knows Educator Shoes to be abso- 
lutely standard and staple and that our wholesale houses 
carry them in stock for immediate delivery. 


WHOLESALE HOUSES 


The Rice & Hutchins Chicago Co. The Rice & Hutchins Baltimore Co. 

The Rice & Hutchins New York Co. The Rice & Hutchins Cleveland Co. 

The Rice & Hutchins St. LouisShoeCo. The Rice & Hutchins Cincinnati Co. 

The Atlas Shoe Co., Boston, Mass. The Rice & Hutchins Atlanta Co 
Joseph I. Meany & Co., Inc., Philadelphia 
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Rice & Hutchins, Inc. 
20 High Street, Boston, U. S. A. 
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ATIONAL SHOE 
TRAVELERS MEET 


ACTIVE SESSION WITH 
*““SBUSINESS”” KEYNOTE 


AND TALK ON EXPENSES 
AND H. C. OF L. 


ST. LOUIS (by Telegraph)—The 
Convention opened Wednesday 
morning with an attendance of 200 
delegates from all sections of the 
country. The Association has en- 
joyed a most prosperous year and 
the treasury shows an _ excellent 
balance. On a basis of 1779 mem- 
bers, 172 delegates were given their 
credentials by Committee, Hopkins, 
Chicago; Benedict, New York; Gold- 
man, St. Louis; Schuler, Columbus; 
Noll, Boston; Naylor, Rochester. 

New Officers Elected 

The officers elected for 1917 are 
J. J. Kaltenbrun, president; Arthur 
I. Benedict, vice-president; Dave 
Davis, treasurer; Fred W. Stanton, 
secretary. In spirited contest for 
the next convention city, New York 
wins over Cincinnati 106 votes to 
99. Benedict’s election helped swing 
the convention to the East. 

St. Louis a royal host entertaining 
convention at luncheons and ban- 
quets, winding up with a big smoker 
at the Planters Hotel, Thursday 
night. 

National Growth Reviewed 


In opening the convention Gus 
Schaub reviewed the growth of the 
National since its inception five 
years ago to its present strength of 
nearly 2,000. He pointed out that 
the shoe salesmen represent a gréat 
industry in which for every million 
dollars invested 880 people are 
employed against 358 in other in- 
dustries. He refused the nomination 
for re-election and spoke in advocacy 
of rotation in office. 

Secretary Stanton announced four 
new Associations added since last 
convention, namely Iowa,, Pitts- 
burgh, Philadelphia and Cleveland. 
For the coming year he has given 
authorization to develop employ- 
ment service and through the use of 
National application blank. His 
Boston headquarters are to be m- 
creased and an.advisory board of a 
district organization is to help in 
giving direct and speedy service. 


Reports of Committees 


Treasurer Davis in his report 
showed the financial standing as 
being $253,954 a most excellent 


Continued on page three 








OUR 
NEWSpaper 


With this issue we insert 
this fresh-from-the-press News 
—— for latest telegraphic 

orts of the industry. 

.” press is released at a 
late hour Friday night and 
with this speedy service look 
for THE EWS in the “Re- 
corder.”” When anything ex- 
traordinary happens this news- 
paper permits of instantane- 
ous circulation on the street 
and to our subscribers. 











OW THE FIBRE 
SOLE CONVENTION 


NEW YORK—In connection with 
the meeting and banquet of the 
Rubber Club of America at New 
York, Monday, January 8th, the 
Division of Fibre and Rubber Sole 
Manufacturers will open its session 
at the Waldorf-Astoria at 10.30 
A.M. on that day. 


NEW SHOE COMPANY 
FORMED 


Union Shoe Co. has been formed 
by Percy N. Sylvester, and others, 
with a capital of $35,000, and it has 
begun to make welt shoes for misses, 
children and infants, at 587 Wash- 
ington Street, Lynn, Mass. Mr. 
Sylvester was formerly with Emer- 
son Shoe Co., Rockland. The Com- 
pany sells the wholesale trade. 


TWENTY THOUSAND 
INVITED 


SOME “BUYING FESTIVAL’’ 
PLANNED IN LOUISVILLE 


LOUISVILLE, Ky.—The Louis- 
ville. Traveling Salesmen’s Associa- 
tion at its annual meeting decided 
to send 20,000 invitations out to 
retail dealers in the southern ter- 
ritory, inviting them to do their 
Spring shopping in Louisville, and 
to attend a big banquet and vaude- 
ville performance which will be ar- 
ranged for the guests. Members of 
the association in their talks stated 


} that it looked very much as though 


a banner business would be handled 
by the jobbers and manufacturers 


this season due to the general pros- 
perous condition of the country, and 
the fact that consumers were buying 
freely. 





RUBBER PRICES 


eee 


— GO HIGHER 


Forgotten a Year Ago Increase 
Goes on Now 


Every Pair on Hand is Worth More 
_—Get It 


Rubber footwear was advanced 20 
per cent on January 1 by the United 
States Rubber Company, whose 
action is usually followed by the 
other rubber companies. This ad- 
vance was made, not by advancing 
the gross price list (with a small 
exception) but by a change in the 
discounts. The terms of a year ago, 
which were the same as for the pre- 
vious year and the one before that, 
made the net prices 7144c. on each 
dollar of the gross list. Today’s 
terms reduce the discounts, so that 
the net prices are 85 per cent of the 
gross list. 

The extra five per cent is allewed 
on early orders, the time limit for 
this being May Ist, this year, .in- 
stead of June Ist, as in previous 
years. This discount would make 
the net 80.75c. per dollar this year 
as compared with 67.69c. last year. 

On the second quality lines, the 
rate was about 61 per cent of the 
gross price list, with an extra five 
(making it net about 57 per cent net) 
on early orders. Present terms make 
second quality rubbers cost 78.20c. 
on the dollar, or with the extra five, 
74.29¢. 

As concrete examples, men’s short 
boots, first quality, pebble leg, 
bright finish are listed, both 1916 
and 1917 at $3.67. Last year these 
boots cost $2.61. Today’s price is 
$3.12. A one buckle arctic is listed 
gross at $2.02. Last year it cost 
$1.44, now it costs $1.72. A woman’s 
light-weight croquet is listed at 69c. 
gross. Last year they cost the dealer 
49c. The net price today is 59c. 
All these cost prices to dealers may 
be reduced five per cent if ordered 
before June 1. 

It is evident that the retail shoe 
merchant cannot afford to sell to 
the public at the printed gross 





prices. With overhead expenses 
in the retail shoe business running 
around 25 per cent, he must get 
more than the published gross prices. 
to come out even. 

It must be remembered that the 
manufacturers did not advance their 
prices last year, although they would | 
have been justified in so doing. Had 
they done so, another raise this year 
of ten per cent would not have 
seemed extravagant. But shoe mer- 
chants generally are somewhat dis- 
turbed at this twenty per cent rise 
in a single year, though this is un- | 
doubtedly justified by the present. 
prices of rubber, other materials 
and fabrics, and the heavy advance 
in cost of labor. 

This subject is further discussed 
in “The Rubber Realm” in this 
number of the “Boot and Shoe - 
Recorder.” ue a 


TO SEIZE SHOE LEATHER | 


\ 


England Requisitions 
Stocks 33 

LONDON—Cablegram from the 
American Consul General, Lo 
Dec. 26.. 

War office announces intention to! 
take possession all leather stock 
being produced or to be produced up ~ 
to March 31 of following grades: 
Vegetable-tanned bends, butts, : 
backs of 10, 20, and 14 pounds a 
upward, respectively; chrome-tan- 
ned bends, butts, and backs of 
iron and upward; vegetable-tanned 
shoulders of 6 iron and upward; — 
kip butts of 11-2 MM substance — 
and upward; kip sides, except semi- 
chrome vegetable grained and chro 
upper leathers of 11-2 MM 
stances and upward; upper leatk 
of any other approved process. 
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‘A RMOURS PURCHASE 
fs FOUR TANNERIES 
IN PA. 

CHICAGO PACKERS ACQUIRE 


MORE LEATHER MAKING 
PLANTS 






















Price Is in Millions 


PUNXSUTAWNEY, Pa.—Four 
of the largest tanneries in this region 
have within the last week passed 
into the hands of Armour Co., 
Chicago packers. They are the Big 
Run tannery, Gleasontown tannery, 
Driftwood tannery and Medix Run 
tannery. While each of these big 
lants are said to have been run in- 
ependently their sale reveals the 
fact that L. R. Gleason & Co., were 
owners and operators of all. 

For some time Armour & Co. have 
been directing their efforts toward 
obtaining tanning plants in the 
Gleasontown section, principally be- 
cause of the abundance of bark in 
that territory. 

The amount involved will prob- 
ably exceed $4,000,000, as the Glea- 
sontown plant was valued at nearly 
$1,500,000, while a value very nearly 
that was placed on the other three 
plants. 

Extensive additions will be made 
to all so that they will be able to 
utilize a large number of hides turned 
out by the Armour packing houses. 


THREE INCHES MORE OFF 
SPRING SKIRTS 


CHICAGO—From this city has 
goné out the edict of the designers’ 
association that skirts are to be still 
shorter and what is left will be closer 
to clinging lines. 

Approximately three inches are to 
be lopped off the skirts, which will 
bring them perilously close to the 
knees of the wearer. The flares and 
wide tucks prevailing this season will 
be abandoned and the new skirts 
will cling very close. 


HOE STORE 
ROMANCE 


DISCOVERED AT MEETING OF 
SALEFORCE OF LAZARUS- 
MENSCH CO. 


Preceding the regular monthly 
meeting last week the salesforce 
of the Lazarus-Mensch Company, 
243 Fifth Avenue, Pittsburgh, Pa., 
was entertained at luncheon by 
their firm, Messrs Lazarus and 
Mensch. The dinner was pronounced 
quite a treat and the’climax reached 
when the“bunch’ gathered their wraps 
to leave the dining room, and the or- 
chestra started to play ‘‘Here Comes 
the Bride.” This proved to be ex- 
ceptionally appropriate, as the ru- 
mors afloat seem to point to one of 
the best known men in the force and 
one of the oldest girls (not in age 
but in point of service) that they will 
be married in the near future. After 
the dinner the business session was 
held, wherein every angle of mer- 
chandising, from the cleaning of the 
‘store to the sale of shoes, as well as 
“systems and methods of merchan- 
thing were thoroughly discussed. 

e officers elected are Wm. M. 
Hall, president; and E. A. Dietzel, 
“secretary and treasurer. The com- 
mittees to be appointed within a few 
days by the President, are: Stock 
su ision committee, salesforce 

cy committee, store appear- 
ance committee, sick committee and 
entertainment committee. 

















AARON F. SMITH 
DEAD 


PIONEER IN LYNN SHOE- 
MAKING 








Aaron F. Smith, a Lynn shoe 
manufacturer for more than 50 
years, died at his home in Lynn last 
Tuesday morning. He was born in 
West Danvers, Mass., Jan. 6, 1835. 
He spent his boyhood on a farm. 
When a young man he bought a 
machine for stitching uppers of 
shoes, a new invention. He started 
in Lynn one of the first machine 
equipped shops for stitching shoes 
on contract. In 1865 he and his 
brother, J. N. Smith, formed the 
firm of A. F. Smith & Co. This firm 
made a specialty of glove fitting 
shoes, and it continued in business 
until 1912, when it was succeeded 
by the new firm of Bartlett, Somers 
& Co. Mr. Smith leaves a wife and 
one daughter. 


HENRY PEAK DEAD 


LOUISVILLE, Ky.—Henry Peak, 
52 years old, a traveling salesman 
for the Peters Shoe Co., of St. Louis, 
dropped dead at his home near 
Georgetown, Ky., on December 22. 
Mr. Peak had undertaken to shovel 
the snow from his front walk, and 
was seen to topple over into a drift. 
Life was extinct when relatives 
reached him. He owned a fine farm 
at Peak’s Station, near Georgetown, 
and was home for the holidays. 


DINNER 





IN TANNERY 
ORIGINAL IDEA BY GEORGE 
C. VAUGHAN 








George C. Vaughan gave a dinner 
at his tannery in Peabody last week, 
in honor of the 21st birthday of his 
son, Gordon, who is associated with 
him in business. The dinner was 
served in the new administration 
building. The office and the execu- 
tive staff of the factory were present. 
Donn D. Sargent and George Ander- 
son, of Donn D. Sargent Shoe Co., 
Salem, were guests. Every pair of 
shoes made by Donn D. Sargent Co. 
is bottomed with ivory sole leather, 
made in the Vaughan tanneries. 


WHY RUBBERS ARE HIGHER 


PROVIDENCE, Jan. 2.—E. B. 
Pearson, manager of sales of the 
Converse Rubber Shoe Company, in 
an address before the Rhode Island 
Shoe Retailers’ Association here to- 
night stated that the advance of 
20 per cent in prices of rubber foot- 
wear was not only justified but was 
very moderate when costs of manu- 
facturing and material were con- 
sidered. Crude rubber has advanced 
29 per cent in the last nine months, 
lining net 37 per cent, lamp black 
50 per cent, white lead 32 per cent, 
litharge 21 per cent, oxide magnesia 
50 per cent, naphtha 27 per cent. 
All these enter largely into the manu- 
facture of rubber boots and shoes. 
Labor was ten to twenty per cent 
higher. 

G. E. B. Putnam, associate ed- 
itor of the “‘Boot and Shoe Recorder” 
reported the condition of rubber 
shoe stocks all over the country, 
the scarcity caused by unusual 
weather last Spring and the heavy 
storms of the early Winter, yet 
— encouragingly of the ability 
of manufacturers to fill the demands 
of the dealers during the remainder 
of this* Winter season. 








(CENTRAL LEATHER 
COMPANY’S BIG 
EARNINGS 


INCREASE IN EXTRA ON COM- 
MON TO $5 PREDICTED FOR 
NEXT MONTH 

NEW YORK—Directors of the 
Central Leather Co. are expected 
to declare an extra dividend of $5 
a share on the ‘common stock at 
next month’s meeting. This com- 
pares with a recent extra of $2. The 
regular dividend was increased from 
$1 quarterly to $1.25 quarterly at 
this month’s meeting. 

Central Leather is carrying cash in 
excess of $15,000,000. 

n a basis of a fair inventory, the 
company has earned $100 a share for 
the 397,000 shares of common stock 
this year.. The company was a 
heavy buyer of hides and chemicals 
at extremely low prices. Incident- 
ally its timber lands have shown an 
enormous increase in value this year. 





UAKER TRAVELERS 
MEET 


WANT THE YEARLY ANTE 
RAISED TO $5.00 








A special meeting of the Phila- 
delphia Shoe Travelers’ Association, 
called for the purpose of considering 
an amendment to the constitution 
raising the annual dues to $5.00 per 
annum in order to make effective the 
recent action of the association in 
becoming affiliated with the National 
Shoe Travelers’ Association, was 
held on Saturday last, at the Hotel 
Bingham in Philadelphia. ‘ 

At the conclusion of the luncheon 
President William Schoell called for 
order and the minutes of the pre- 
ceding meeting were read by the 
secretary. 

It was the general opinion of the 
membership, in the matter of the 
amendment, that affiliation with the 
national was desirable for the per- 
manence of the organization. The 
amendment was passed unanimously. 

In order to comply with the con- 
stitutional requirements which makes 
necessary a thirty days’ notification 
of the members of the nominees for 
office, the annual meeting of the 
association was deferred to the first 
Tuesday in February, and the pres- 
ent board of officers was placed in 
nomination for the full year’s term. 

It was moved that Arthur Bene- 
dict who is an honorary member 
of the Philadelphia association should 
be authorized to act as proxy for the 
Philadelphia delegate at the meetin, 
of the National Shoe Travelers 
Association at St. Louis. 

A meeting was called for January 
13th at the headquarters, Hotel 
Bingham, and the Board of Govern- 


ors was instructed to secure a special | 


feature for the occasion. 


SHOES FOR NAVY 





WANT TO SELL UNCLE SAM 
100,000 PAIRS? 





The navy department is in the 
market for 100,000 pairs of shoes to 
be delivered at the Brooklyn Nav 
Yard. High shoes are wanted an 
get in touch with the Bureau of 

upplies and Accounts, Navy De- 
partment, a on schedule 
599, if you want this business. 





HANGE IN LOUIS- 
VILLE BUYERS 


O. H. KIRKPATRICK, TEXAN, 
FINDS LOUISVILLE OP- 
PORTUNITY 


LOUISVILLE, Ky., Jan. 5—An- 
nouncement has just been made 
by O. H. Kirkpatrick, manager for 
the past nineteen months of the 
women’s shoe department of Crutch- 
er & Starks, of a change, whereby 
he will shortly take over the man- 
agement of the handsome shoe de- 
partment of the Stewart Dry Goods 
Company, taking up the work for- 
merly handled by Charles Siers- 
dorfer, who is now with Besten & 
Langen, Inc. Mr. Kirkpatrick is 
a Texan by birth, and until coming to 
Louisville was actively connected 
for seventeen years with some 
the leading shoe houses of the “‘Lone 
Star State.” 

Since coming to Louisville Mr. 
Kirkpatrick has become one of the 
leaders in local shoe circles, and 
recently was elected vice-president 
of the Louisville Retail Shoe Asso- 
ciation. 





NORTHWESTERN SHOE TRAV- 
ELERS ELECT 


MINNEAPOLIS—Annual_ meet- 
ing and election of officers was 
held Saturday, Dec. 30, when the 
following officers for 1917 were 
unanimously elected: President, 
George S. Sanders; vice-president, 
Harry B. Patterson; secretary-treas- 
urer, Ben C. Davis. Additional di- 
rectors to serve with the above 
officers: Frank B. Rawson, B. J. 
Mense and Chris Thronson. 

The association instructed its 
two official delegates to the national 
convention to work for exchange of 
mileage books at 2 cents, both in- 
terstate and intrastate. The two 
delegates are Martin H. Iverson and 
Ben C. Davis. 

It is expected the new club rooms 
which have just been fitted up will 
prove self sustaining. There is a 
membership of 120. Max S. Ellen- 
stein is custodian of the rooms. 





A DISPLAY FOR’ BOSTON 
MARKET SEASON 


Donn D. Sargent Co., at their 
Boston office, 195 Essex Street, have 
a comprehensive line of women’s 
smart novelty shoes—among which 
their white line is conspicuous. 
Out of a daily production of 3600 
pairs one entire floor of their factory 
is devoted exclusively to the mak- 
ing of alk white footwear. 


GOME SHORT SKIRTS 
IN LONDON, 
YOU KNOW 


LONDON (By cable)—“On their 
own initiative girl cyclists, war 
—_— workers and _ drivers 
are ng to puttees and leggings, 
which compensate for the Serial. 
ment of skirts. But, haps, the 
shortest of working Bens were 
two seen in the Strand the other day, 
the wearers—in the twenties—being 
quite indifferent to the attention 
attracted as they strolled arm in 
arm toward Charing Cross. The 
garments, of blue serge, came barely 
to the knees, and they revealed blue 
breeches which, so to speak, were 


linked to leather | by a 
stretch of closely-litting stockings. : 
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‘Continued from page one 
working treasury for the coming 
year. The various committees ren- 
dered their reports to the governing 
body. These committees include 
a Resolution Committee consisting 
of one representative from, each 
local, a Legislative Committee under 
Chairman E. E. Evarts, which is 
collaborating with other travelers’ 
organizations for concerted action 
to benefit all men selling merchan- 
dise on the road. This committee 
is also working up amendments to 
state constitutions permitting ab- 
sent salesmen to vote. A. S. Katz 
of the Hotel, Railroad and Trans- 
portation Committeee reports ac- 
complishments on the repeal of the 

* Cummings Law, the repeal of the 
ruling abolishing valuation of bag- 
gage, and his committee was in- 
strumental in settling many claims 
against hotels and transportation 
companies last year. 

New Committees 

A Memorial Committee consist- 
ing of J. B. Burns, George L. Starks 
and W. M. Oakman, drafted resolu- 
tions on deaths of members during 
the year. 

For the coming year E. E. Evarts 
as Chairman, will select his own 
Legislative Committee. The same 
is true of A. S. Katz on hotels, rail- 
roads and transportation, Joe Byrne, 
Educational Committee, C. Strayer 
on Publicity. Votes of thanks were 
tendered the St. Louis Association 
and the Chamber of Commerce as 
well as the trade journals. 


Style Show a Hit 


The hit of the entertainment the 
first évening was the Style Show 
staged by Messrs. Walsh and Bugby 
of the Dayton Last Works. Living 
models paraded the platform in the 
Banquet Hall showing the latest 
styles in shoes and clothing. 


Organizations Represented 


The organizations represented were 
Traveling Shoe Salesmen’s Assn. of 
Baltimore, Md.; Boston Shoe Travel- 
ers’ Association; Boston Shoe As- 
sociates; Shoe Travelers’ Association 
of Chicago; Ohio Shoe Travelers’ 
Association, Columbus, Ohio; Shoe 
Travelers’ Association of Cincin- 
nati; Indiana Shoe Travelers’ As- 
sociation, Indianapolis, Ind.; Mich- 
gan Shoe Travelers’ Association of 
Detroit; The Boot and Shoe Travel- 
ers’ Association of New -York; 
Rochester Association of Traveling 
Shoe Salesmen; Pacific Coast Shoe 
Travelers’ Association, San Fran- 
cisco, Cal.; Southern Shoe Sales- 
men’s Association, Boston, Mass.; 
St. Louis Shoe Travelers’ Associa- 
tion; Southwestern Shoe Travelers’ 
Association, Dallas, Texas; Central 
Association, Traveling Shoe Sales- 
men, Kansas City, Mo.; North- 
western Shoe Travelers’ Association, 
and Cleveland Shoe Travelers’ As- 
sociation, Cleveland, Ohio. ; 
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J. J. KALTENBRUN 
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ing to the individual taste or re- 
quirements of the customer. The 
skate-fitter can decide in a moment 
what is wanted and can fit the skate 
accordingly if the shoe is practical; 
but with a shoe that sells mainly for 
its smart appearance, this latitude 
in fitting is not possible and a skate 
ill-fitted will never give satisfaction. 


N ICE FLOOR 
IN EVERY STORE 





ALL THRILLS—NO CHILLS 





BOSTON—It is on record that a 
man once gave up skating as being 
too sedentary an occupation for 
him—but now its revival has reached 
the “‘boom’’ stage. A visit to any 
sporting goods store will prove this— 
It will also prove that the shoe mer- 
chant is missing a good thing. The 
sporting goods houses are selling 
twenty-five skating outfits, i.e., shoes 
and skates attached, to each pair 
of clamp skates. They employ ex- 
pert skate fitters and they use only 


Where Merchants Lose 


shoes that are practical. The shoe 
merchant keeps a limited number of 
skates—if any—and attempts to 
sell his shoes by Dirtue of their good 
looks rather than by virtue of their 
suitability fop’the purpose. He will 
persuade hig customer that a good 
walking s is just as good as a 
skating ghoe and looks far better. 
Occasionally this may be true; but 
generally the skates will have to be 
*‘set off” or *‘set on’’ a little, accord- 


Getting a Tryout 
But .however well the skate-fitter 
may do his job, a try-out would 
ensure satisfaction. Such a tryout 
is now made possible by the Crystal 
Ice Company’s new product, as in- 
stalled at Shepard Norwell’s, Bos- 
ton. This product is not ice, but is— 
it is claimed—a perfect substitute, 
and gives all the ‘‘thrills without the 
chills.” Its installation costs about 
$1.15 per square foot, while its up- 
keep is practically nil. Now that the 
international style of skating is the 
only one, a large surface is not neces- 
sary: it is only the old fashioned 
“combined” skating to a center, 
that requires room—and an orange 
to mark the center; presumably an 
apple would not do as well, as being 
too reminiscent of the fall of man. A 


More Sales Likely 
narrow strip of this prepared sur- 











face would answer the purpose; this 
fitting of skates and shoes Be 
bring a large sale of other accessories, i 
like ankle supporters and knee pads, - 
though perhaps the fitting of the 
latter might prove a trial to an in- 
experienced salesman, if his customer ~ 
should be a member of the gentler — 
sex. : 
As a skating outfit consists of © 
skates and shoes—the shoe merchant — 
is entitled to at least half the busi- — 
ness. Think it over. v 























THE CALENDAR OF SHOES 







BOSTON, Mass.—To shoemen — 
and laymen one of the season’s most — 
interesting calendars is one iss a 
by the United Shoe Machinery Co., — 
emphasizing the march of events — 
an 














the achievements of men in shoe © 
history that, combined, epito 2 
the spirit of progress charac ee 
of American invention and industry. © 
As an historical background for 
our industry this calendar, modestly _ 
omitting the achievements of its — 
sponsors, gives us by months the — 
following: 
January—Charles Goodyear. I[n- — 
ventor and manufacturer, w: 3 
machines were the foundation of — 
the Goodyear welt system by — 
which the best shoes today are. 

































made. S 
February—John Brooks Nichols. — 
In 1851 he adapted the Howe ~ 
sewing machine to sew the uppers ee 
of shoes. Born, February 8, 1823. + 
March— William F. Trowbridge. At — 
Feltonville, now a part of Marl- | 
borough, about 1855 he first ap- — 
plied horse-power to shoe ma- — 
chinery then in use. _- x 
April—Robert Mathies. He in-— 
vented in 1862 an addition to the — 
McKay sewing machine to sew | 
around the toe and heel of a shoe. — 
May—Gordon McKay. Man ‘ac- | 
turer of the McKay sewing 
chine which revolutionized tg 
manufacture. Born May 4, 1821. — 
June—aAuguste Destouy. Inven- — 
tor of a machine with a curved — 
needle to sew turn shoes, which ~ 
was later perfected by Daniel — 
Mills and Charles Goodyear. ta 
July—Elias Howe. Inyentor - in 
1846 of the sewing machine which 
was later adapted for sewing shoes. 
Born in Spencer, Mass., July 
1819. % 
August—Lyman R. Blake. In- 
ventor of a machine which sewed 
the soles of shoes to the uppers. 
Born August 24, 1835. mie 
September—Jan E. Matzeliger. In- 
ventor of the Pant ete st’ 
Born September 



























































machine. 
1852. , s 
October—Saint Crispin. The pats 
saint of shoemakers the 
over. His day is October 25. 


November—Henry Wilson. 
Natick Cobbler and 18th Vi 
President of the United § 
Born February 16, 1812, di 
November 22, 1875. “4 

December—John . Greenleaf _Whit- 
tier. The Quaker poet. A shoe 
ember 17, 1861, died Sepeei re 
ce. ’ ’ ‘te 
7, 1892. on 
Any merchant wanting this calex 

dar =n ob the same by wrt 

the United Shoe Machinery Co., fc 
the Ben Franklin Calendar. 
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SAMPLE RO 


OMS 


IN BOSTON 


Lines and Salesmen Listed 


Hotel Essex 

Pels Shoe Co., Brockton, Mass.— 
Messrs. Oakman, Goller, LeFavor. 

Nason & Philips, Haverhill, Mass. 
—Gordon Goldsmith. 

Lounsbury-Mathewson Co.,_ S. 
Norwalk, Conn.—C. L. Fish. 

Bielfield-Spahn Co., Scranton, 
Pa.—Louis Spahn, A. G. Stromberg 
and Jules Ascheim. 

Upham Brothers, Stoughton, 
Mass.—Messrs. Mead and Stone. 

Dunn, McCarthy, Auburn, N. Y. 
—Messrs. Ross and Haeffner. 

Field Bros. & Gross Co., Boston— 
Geo. T. Cummings. 

Wilson ameany, Lynn, Mass.— 
W. F. Ebbetts 
KK. M. Stone Importing Co., 
York City—Gordon Goldsmith. 

Hoag-Walden & Co., Lynn— 
Messrs. Nash, Perry, Gerrish and 
R. R. Rollins. 

Smaltz-Goodwin Co., 
—A. L. Puffer. 

Central Shoe Co., Philadelphia— 
Chas. Freedman. 

Dunn-McCarthy Co., 
N. Y¥.—G. K. Davenport. 

Krohn, Fechheimer & Co., Cin- 
cinnati—Joe Emerson. 

Nason & Philips, Haverhill, Mass. 
—E. Fancher. 

J. Ebbetts Shoe Co., Buffalo, N. 
Y.—E. S. Willmarth. 

Williams-Kneeland 
Braintree—B. F. Hill. 

Travis Shoe Co., Lynn— Mr. Hobin. 

Dolgeville Felt Shoe Co., Dolge- 
ville, N.Y Y.—H. I. Patrie. 
_ Shoe Co., Dansville, N. Y. 
peepee Felt Shoe Co., Dan- 


New 


Philadelphia 


Auburn, 


Co., S. 


ville, 
C. A. Browning Co., 
New York Last Co., 
J. L. Stanton. 


Boston. 
New York— 


Adams House 


Mullen Shoe Co., Pittsburgh— 
Matt Mullen. 


U. S. Hotel 

Newcomb-Anderson Shoe Co., 
Rochester, N. Y.—A. H. Oliver. 

Luedke-Schaffer-Buttles Co., Mil- 
waukee, Wis.—E. A. Luedke 

Cahill Shoe Co., Cincinnati, O.— 
L. B. Cahill. 

United Slipper Co., 
City. 

Martin & Shribman, Marblehead. 

Evy Shoe Co., Lititz, Pa. 

Hagerstown Shoe & Legging Co., 
Hagerstown, Md.—Roger Whipple. 

Cincinnati Shoe Co., Cincinnati, 
0O.—W. J. Wichgar. 

ee Shoe Co., 


New York 


Rocher,est 


Lund-Mauldin Co., St. 
Mo.—B. White Williams. 


The Milwaukee Shoe Co., Mil- 
waukee, Wis.—Jos. L. Casper. 


Louis, 





Herzog’s, New York—Joseph 
Perkins. 

The Crescent Shoe Co., 
Pa.—F. Zuber. 

A. H. Weinbrenner Co., Milwau- 
kee, Wis.—G. H. Murray. 

Merrill, Porter & Co., Lynn, Mass. 
—W. F. Crooke. 

A. R. Hyde & Co., 
Mass.—Mr. Hyde. 

Jacobs & Co., Lynn, Mass.—Mr. 
Jacobs. 

Rindge, Kalmbach & Logie, Grand 
Rapids, Mich.—Geo. H. Shotthafer. 

R. E. Yeager Shoe Co., Seiins 
Grove, Pa.—Mr. Machmer. 

Miller, Hess & Co., Akron, Pa.— 
A. N. Wolf. 

Ogden Shoe Co., 
—Elliot M. Ogden. 

Fargo & Phelps, Chicago, Ill.— 
E. A. Fargo. 

Beals & Torrey Shoe Co., Mil- 
waukee, Wis. 

Wm. Heiber & Son, Rochester, 
N. Y.—Wnm. Heiber. 

Alden, Walker & Wilfe, 
Weymouth, Mass. 

“Just Shoes,”’ Chicago, Ill.—C. H. 
Daniels. 
W. J. Best, New Oxford, Pa. 
McNeil Last Works, Brooklyn, 
Y.—F. W. Cooke. 
E. C. Burt & Co., 
N. Y.—Thos. Williams. 

Bartlett-Somers Shoe Co., Lynn, 
Mass.—Arthur La Bonte. 

J. Phelan’s Sons, Rochester, N. Y. 
—W. T. Phelan. 

A. Ridgway & Sons, Delanco, N. 
J.—A. C. Ridgway. 

M. Shortell & Son, Beverly, Mass. 
— C. Livingstone, New Oxford, 
‘a. 


Reading, 


Cambridge 


Milwaukee, Wis. 


East 


N. 
Brooklyn, 


R. H. Long Co., S. Framingham, 
Mass.—Chandler K. Bearce. 

Fibre Specialty Mfg. Co., Kennett 
Square, Pa.—Messrs. Scarlett and 
Nichols. 

Graham-Bumgarner Shoe 
Parkersburg, Va.—T. E. 
ham and O. D. McGrew. 

Mr. Chandler, Vineland, N. J. 

awe Falls Felt Shoe Co., Little 
Falls, N . Burrows. 

Wiley-Bickford & Sweet 
Worcester, Mass.—Messrs. 
Gunnison and Lovejoy. 

B. L. Feitlebaum, Leggings, New 
York City. 

Firestone Tire & Rubber Co., 
Akron, O.—Harry D. Hamilton. 

yak Miller Co., Allentown, 
Pa.—M M. Speares. 

Hub en "Makers. —L. R. Brown. 

Boudoir Slipper Co., Lynn. 


Co., 
Gra- 


Co., 
Sweet, 


Samples Offices in Boston 


Cass & Daley, Salem, 36 Lincoln 
St.—Walter H. Page and Charles 
E. Aldrich. 

Hartman Shoe cos Haverhill, 
183 Essex St., Rm. 206 





IG BUYERS IN 


BOSTON MARKET | 


BOSTON—The close of the week 


finds in the market a daily lengthen- |B 


ing list of buyers, representing prin- 
cipally the wholesale and jobbing 
trade, with the big influx of retail 
buyers still to come. 


Athens, Ga.—Louis Funkenstein of John- 
son Shoe Co. 

Atlanta—W. F. Spaulding ef Gramling, 
Spaulding &.Co., J. W. Ellison. 

Baltimore—H. Abraham of Baltimore Shoe 
House; J. Blum: W. J. Carroll and John M. 
Adams of Carroll, Adams & Co.; W. A. Dixon, 
of Dixon, Bartlett Shoe Co; S. C. Adler of 
Frank & Adler. 

Birmingham—W. F. Cox. 
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Catlettsburg, Ky.—G. F. Gunnell. 

Charleston, S. C.—B. J. McLeod of Drake, 
Innis, Green Shoe Co; N. T. Ellison. 

Charleston, W. Va.—H. E. Payne of Payne 
Shoe Co. 

ee oy, Orgain of Betterton, 
Wallace Shoe Co. 

Chicago—J. os Ro. hy of Chic Mail 
Order Hess - Webster of” Mont- 
comers, Weed coe J. P. McMannis of R. P. 
grnith & Sons Co.; "Phil Kar! of ik Wea 
Ward & a J. P. Bittner of W eabolt 
& Co.; Sumner Smith of W. Smith 
Shae’ Go D. F. ag of D. N. oe 
H. H. Lebrer of Sears, Roebuck & Co.; 8. W 
Stevens of Sears, Roebuck & Co. 

Cincinnati—J. Josep! * < J. Joseph Shoe 
Go. Joseph Ginsburg S. Marx Shoe 

Mercantile Co.; Charles Longini of Mann 

$ Longini Shoe Co.; H. C. Octtinger of Isaac 
Fallers & Son. 





Dallas—J. P. Williams of Graham, Brown 
~~ SS G. E. Graham of Graham, Brown 


Dubuque—Ed a of Forgrave ope 
Huntington, W. a.—Jeff Newberry o! 
Newberry Shoe Co.; Min Bruldin of Nazvell, 

Chambers Shoe Co. 
Jacksonville—N. Trace. 
Keokuk—W. H. Huiskamp of Huiskamp 
ros. Co. 
Knoxville—R. H. 
Ross; I. E and J. E. 
Dooley Shoe Co.; W. 
bison Shoe Co. 
Lebanon—W. L. Molly of Hearn & Molly 
Shoe Co. 
Los oy ag A. Stewart of Stewart, 
Dawes Shoe Co., 
. nte—A. JZ. , of J. J. Schulten 
o. 


Vaughan of Brown * 
wa of ri - 
. Harbison of 


Lynchburg—George H. Cosby of Cosby 
hoe Co. 


Macon—L. I. Waxelbaum of E. A. Waxel- 
baum & Bro. 

Memphis—H. C. Yerkes of Goodbar & Co. 
Erving Carruthers of Carruthers Shoe Co. 


Milwaukee—J. G. Hafemeister of Beals, 
Torrey & Co. 

Montgomery—W. E. Pitts of W. E. Pitts 
Shoe Co. 

Nashville—S. Goldfine; H. A. Cohen of 
S. Levy & Co. 

New Berne, N. C.—H. B. Marks of O. 
Marks & Son. 

Newport News—H. Weger. 

New York—C. H. Harnish, H. Pe Mas 
= W. G. Kennedy of Morse & & Cloal 

J. Co of National Suit Cloak 
Tioase: W . Bowman of Charles, Willices 
jtores. 


Parkersburg, Va.—O. D. McGrew of Gra- 
ham, Bumgarner Co. 

Philadelphia—G. F. Grieb of J. G. 
& Sons; ge De Cou of De Cou B 
E. M. Scatter tergood of George H. Ws West Shoo 

; F. O. Thacher of Thacher & 

ge Ore.—O. H. and R. G. Fithian of 
Fithian, Barker Shoe Co. 

agg Rico—M. Covas of Homer, Colom 


& Co. 
— ya S. Strauss of Fleischman & 


Morris; H. id of Hamilton, Field Shoe 
Co C.; B. Snow and M. B. Oberdorfer of 
W. H. Miles Shoe Co. 

Roanoke—T. B. Griggs of Griggs, Paxton 
Shoe Co. 

San Juan—E. Gonzales. 

Savannah—A. S. McDougald, of A. 8S. 
McDougald Co.; M. L. Weil of E. A. Weil 
& Co. 

Schenectady—E. A. and E. L. Quiri of 
Empire State Shoe Co. 

Scranton—D. J. Jones of Clarke Bros. 

St. Louis—R. W. Dittman of George F 
Dittman Shoe Co. 

Syracuse—T. A. Moore of The Edwards 
Shoe Co. 

Toledo—C. M. Dederick and Barney 
Beronset of Simmons Boot & Shoe Co. 

Washington—S. G. Spitzer; T. Gleason. 


MIAMI, Fla.—W. L. Douglas, 
former governor of Massachusetts 
and famous shoe manufacturer of 
Brockton, who is spending the Winter 
in Florida, is reported to have said 
during the week that a satisfactory 
substitute exists for leather which 
can be manufactured much cheaper 
than leather. He refused to divulge 
the nature of His discovery, but as- 
serted that experiments show con- 
clusively it can be made into ser- 
viceable shoes to retail at not more 
than $3 a pair. 


Mr. Douglas predicted still higher 
prices for leather and declared this 
would cause much suffering among 
the poor. He said there is as much 
leather produced as formerly, but 
the consumption has been greatly 
increased by its use for automobile 
upholstering and for shoes for Eu- 
ropean armies. This factor and dis- 
organized transportation will cause 
higher prices. 
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(gregory and Read Co. 


Lynn, Mass. 


request the presence of the 
visiting buyers at their Bos- 
ton salesrooms, 93 Lincoln 


Street 


Our full line of distinctive 
McKay shoes for Women 
will be on display 


A special line of shoes made 
from the highest grade of 
materials, to retail up to 
twelve dollars a pair. 





























Will this ‘‘mad rush” continue? Are all good economic 
principles that have ruled the world for generations to be set 
aside? 

If so, then it is all important that merchants keep in step 
with the procession, giving the trade what they want, seeing 
to it that they get quality the same as heretofore but at the 
price of today. 

Observation convinces me that people always get 
‘‘what they want when they want it,”’ and until the 
timearrives when the manufacturer and merchant can 
induce the consumer to co-operate to make a sub- 
stantial saving, without sacrificing quality, (which 
will be a benefit to everyone) the public must neces- 





sarily ‘‘pay the price.”’ 

I refer here to less expensive patterns, cloth tops, fibre soles, and other materials 
which would effectually reduce the cost of every pair of shoes, and would relieve the 
present shortage of various kinds of leather. 

Give your trade good shoes—the kind that will bring people back for another pair; make a reasonably 
legitimate profit—always bearing in mind that when you are obliged to raise the price of your shoes 
other merchants in your community do likewise or else sell inferior merchandise. 

A ‘short-sighted policy is the one that takes into consideration only the “profits of to-day,” forgetting 
the future. This is an immeasurable error—eventually discovered—but generally too late, when the 
trade has gone to the other fellow’s store. 

A substantial business, one that is permanent, can only be obtained by those merchants who keep 
the word quality in the forefront of their business methods. 

It is much better to lose a customer because the shoes are “‘too good’”’ than to offer a shoe made of sub- 
stitutes or materials that will not give the satisfaction the customer anticipates. 

After all it must be remembered the public has become educated to certain standards of “quality” 
and ‘‘fashion” whether it is in shoes or other wearing apparel—people expect these standards and are 


Wile pre 
President 


THE FLORSHEIM SHOE Co. 
Chicago 


willing to pay the price. 


Trade Leaders’ Series 











